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The 1949 Keds are on their way to you. 
Different and new fabrics—an unparalleled 
combination of product features including 
the famous Shockproof Arch Cushion—new 
and exclusive styles—new national adver- 
tising plans—colorful point-of-sale material 
—traffic-building material to bring ‘em in. 
The name Keds designates more than the 


leading fabric rubber-soled shoe—it stands 


for a complete resale plan which spells 
turnover at a profit—the kind which will send 
sales ringing through your cash register! 

Your Keds salesman has the shoes—the 
profit plan—the “know-how” fo build your 
Keds department into one of the really 
profitable operations in your store. He is on 


his way to serve you. 


America Wants Genuine US. Keds Stock ’Em—Sell ’Em 


UNITED STATES RUBBER COMPANY 


Serving Through Science 


















Tandrite quality is definitely 
discernible, both on the surface 


TAN N E Bb = ) N and in the leather. 
if 0 S l, id 7 “ xb the eye detects its outstand- 


ing beauty and color. 










the foot feels its inimitable 
pliability and comfort. 


the shoe wearer experiences 
its longer durability and 
greater satisfaction. 
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E. HUBSCHMAN & SONS, INC. 
PHILADELPHIA, PENNSYLVANIA 




















shoes for children 


No finer shoes for children than Vitality! Each 


season, Vitality brings you the newest, cutest shoe ideas for the 





“Carriage Trade’’—those popular youngsters who set the style pace in their 
crowd. Each season, Vitality brings you new, sales-making 
national advertising in Parents’ Magazine and Good 
Housekeeping, always interesting additional customers 
in these fine-fitting, excellent wearing shoes. Advertise Vitality 


and get the prohtable ‘‘Carriage Trade’’ that 






comes to stay and buy Vitality Shoes again 


and again from you! 





DISPLAY THESE SEALS—THEY SELL! 
Use them, in show cases, in interior display, in window displays, 


in your newspaper ads! 


Also Vitality Vitapoise Feature Shoes for Children, Priced According to Size 
Made by America’s Largest Shoemakers 


i VITALITY SHOE COMPANY, DIVISION OF INTERNATIONAL SHOE COMPANY, ST. LOUIS 3, MOs 
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To clinch the sale, let your customers feel the cushioned comfort 
that’s built into Nu-Matics. Tell them how every step 
is cushioned with jars and shocks elminated to cut 
latigue and make for greater foot comfort. Nu-Matics 
also have the support of the arch-brace cookie 
construction plus the steel shank that 


makes every cushioned step a real pleasure. 


Nu-Matics Retail 
Profitably at 


$1295 
HOLLAND-Racine SHOES 


INCORPORATED 
HOLLAND, MICHIGAN 
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This Tan-Art white suede 
kid is so strikingly an improvement 
over anything previously 
offered in the trade that every 
manufacturer of good 


shoes should see the leather now. 


If a Levor representative 


has not yet submitted samples, The 6. Levor Co., 173 South St., Boston 
Sol Leventer, 186 William St., New York 
Walter P. Titter, 65 Broad St., Rochester 
R. L. Stiles & Co., 325 Arch St., Philadelphia 
Geo. W. Newman Leo. Co., 232 E. Eighth St., Gncinnati 
Geo. W. Newman Lea, Co., 337 S. High St., Columbus 
A. S. Patton Lea. Co., 1602 Locust St., St. Louis 

A. A. Wakeford, Inc., 918 N. Fourth St., Milwaukee 
Herbert A. Cohen Co., 116 New Montgomery St., San Francisco 
A. G. Mooney, Ltd., 361-365 St. Paul St., Montreal 

J. T. Fox, 43 Wanless Ave., N. Toronto 


write or telephone the nearest 


sales agent to call upon you. 














TAN-ART CO., INC 








GLOVERSVILLE, N. Y. 
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They just ean’t take it! | 


Genuine reptiles are usually bark- 
tanned and are quickly and perma- 


mently discelered by steam. 


De not attempt te steam-seoften 
thermoplastic bex tees in rep- 
tile uppers. Get your Beckwith 
agent’s recommendation in 
advance of cutting uppers. 
Depending upex which prac- 
tiee your conditions best favor, 
he can either supply you with 
dry heaters or arrange fer your 
‘temporary use of ennned pre- 
eaten selvent bex tees which 
require ne solvent wete 


ting at pulling-ever. 





This happens all the time! 


This attractive fall window background, complete 





with accompanying shoe displayers, is now ready 
for distribution to Walk-Over dealers. 

It’s just one phase of a continuous, comprehen- 
sive, “sales help” program . . . backed by year- 
round national advertising . . . that keeps build- 


ing profitable business for Walk-Over dealers. 


Mu YOMYOE | 








A colorful, three-dimensional background Three cut-out shoe stands 
complete the display 


























FOR STYLE 
ELEADERSHIP! 





TRIPLE DECKER SOLES 
FULL LEATHER LINED 


: EXTRA HEAVY UPPERS 
Backed with a Triple-Threat promotion 


that wins consumer acceptance ! 

1. Lead-off advertisement in LIFE in color—August 30th! 
2. Newspaper adaptations for local attention! 

3. Merchandising Aids for point-of-sale interest! 


Get complete information on “Triple-Threat” from 
The Commonwealth. Shoe & Leather Co., Whitman, Massachusetts. 


IN SHOES —A BRAND WITH e 
TOP-FLIGHT CONSUMER ACCEPTANCE IS 
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Easy to Work! 


Moreover, Marvinol-based plastics are easy to work, 
readily adaptable to fast production. They can be 
machined, cut, stitched, punched, cemented and 
polished. Marvinol resins are backed by years of 
intensive research, produced in the world’s most 
modern chemical plant. The Glenn L. Martin Com- 
pany, maker of Marvinol, does not compound or fab- 
ricate in the plastic field; but we will be glad to supply 
you with a list of companies now processing Marvinol 
resins. Write on your company letterhead to: Chem- 
icals Division, Dept. B-8. The Glenn L. Martin 


Company, Baltimore 3, Maryland. 


More Sales Appeal 


Smart accessories, when made from Marvinol-based 
plastics, can display a variety of brilliant hues, 
pastels, opaques . . . eye-catchers that are color- 
fast, smoother, drier to the touch. Products made 
from Marvinol are more stable, offer greater resist- 
ance to heat and light. They're tougher, longer- 
lasting, flexible, will outwear leather many times. No 
warping, cracking, shrinkage or scuffing. They’re 
waterproof, greaseproof, unaffected by perspiration. 
Build your sales . . . assure customer satisfaction 
. . . by specifying materials made from Marvinol, 
the improved vinyl resin. 








RESINS, PLASTICIZERS AND STABILIZERS PRODUCED BY THE CHEMICALS DIVISION OF 


THE GLENN L. MARTIN COMPANY *® AN INTERNATIONAL INSTITUTION 


“BETTER PRODUCTS, GREATER PROGRESS, ARE MADE BY MARTIN” 








GET YOUR FULL SHARE OF BACK-TO-SCHOOL BUSINESS ... WITH 


WAYNES 
Flexible 
SPORTS 


with 
Double - Stitched Soles 


To Insure Solid Wear and Comfort 
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1411—Brown Elk Moccasin Loafer 
1412—Red Elk Moccasin Loafer 
1413—Black Elk Moccasin Loafer 
3. 
1461—Brown Elk Woven 
Vamp Loafer with 


Wedge 
1462—Red Elk Woven 
Vamp Loafer with 











Wedge 
1421—Brown Elk Buckle Loafer $3 10 
1422—Red Elk Buckle Loafer & 
1423—Black Elk Buckle Loafer i 
$9 10 
e | 
| 
i 1451—Brown Elk Buckle 


Loafer with Wedge 
1452—Red Elk Buckle 
? Loafer with Wedge 


1431—Brown Elk Moccasin Oxford 
1432—Red Elk Moccasin Oxford 


$3.10 
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1441—Brown Elk Woven 

Vamp Buckle Loafer 
i 1442—Red Elk Woven 
i Vamp Buckle Loafer 


; - 85/ g 4 } 1443—Black Elk Woven 
SIZE RUN: $5/8, M4/8, 4/9, 44/9 tin: heii: Reales 


WAYNE SHOE CO. ion wuss 







g Boot and Shoe Recorder 








Just three of Jarman’s 
153 styles for fall! 








Here's hou they can bring you more sales... 


These three new Jarman “Grainadiers,” sturdy Scotch grain styles for fall and winter weather, 
will be featured in full page, full color ads in The Post, November 6, and Esquire’s December 
edition. When these styles are pictured in the national ads, Jarman dealers across America will 
be featuring “Grainadiers” in their windows, local newspaper ads, direct mail and other local 
promotions. That way the national advertising and local promotions team up to capture the 
tremendous sales power generated by Jarman’s full scale national promotional program. It adds 
up to more sales! But the “Grainadier” styles are just three of Jarman’s 153 styles for fall. 
Consider the extra sales Jarman dealers enjoy when similar promotions back up dozens of dif- 
ferent styie groups year after year — it’s a plan that’s working for the profit and increased sales 
of thousands of Jarman dealers. It'll work for you, too. For further information on how Jarman’s 
brilliant line of styles for fall can bring you more sales, write today. 


JARMAN SHOE CO * DIV. GENERAL SHOE CORP * NASHVILLE, TENN. 


SHOES FOR MEN 














Shoes sell Sastion 
with soles by 


Rajan 


They “go to town”... retailers who feature shoes 








with Soles by Rajah . . . because the town comes to 
them . .. for fashion-wise lines approved by the 
makers of America’s finest shoes . . . for the built-in 
ruggedness that makes Rajah Soles (crepe or moulded) 
longer wearing than any leather! They’re tough. . . 
they take the guff and they’re handsome! It all adds 


up to easier selling when the shoes have Soles by Rajah! 





AS ADVERTISED IN 
faquirte 

Founded 1837 

seus wn CREPE 


Kajah SOLES 
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MOLDED 





ALFRED HALE RUBBER COMPANY. NORTH QUINCY 71, MASS. 
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Sentences 
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sean: 


give him the leather-velvet softness of real foot luxury ... 


5 ILC WAM PRE ROTATING. IR OMNNRA D ETF: 


IT’S GALLUN’S ESKIMO — a vegetable-tanned calfskin, firm, full-bodied, supple. : 
This glove-soft, oil-treated skin sheds water . . . the lustrous surface glows anew at 


the mere flick of a cloth. 


er 


i WE CUT A BOLD BLUCHER PATTERN on our generous Norway Last, give it d 
i a Full Leather Lining, Chamois-Line the tongue, Hand Lay a soft, deep-yielding : 
Gum Sar Sole — a Bold Two-Unit Job — then add the Cavalier touch of Leather 

Lace and Buckle. Style 6039 will retail at about $14.95 ; 
to be advertised nationally in the September issues... ESQUIRE . PIC . TRUE 





E. E. TAYLOR CORPORATION * MANUFACTURERS - BOSTON. MASSACHUSETTS 
Sa i ae aR aN | Fat 








bas 


RONEN eek 
qj 


August |, 1948 i 








Let's 


This Fiddle Shank is designed to provide maximum 


strength consistent with the style of the shoe. The 
Look Closely broad heel part of the fiddle design provides lateral 
stability and the narrow waist is ribbed for full 
ata 


support through the arch. The toe part is flattened 


HH) | | = to eliminate excessive thickness at the ball line. 


To maintain accuracy of curve and fit, the Vita- 
Shank, Tempering process imparts the structural strength and 
——aa 


rigidity necessary for the proper support of a shoe. 
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UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 











FOR 


MEN - WOMEN 


and CHILDREN 














NATIONALLY KNOWN 
for twenty-one years. There are sore exclusive 
Health Spot Shops and Agencies than a:ny other 


orthopedic line of Men’s, Women’s and Children’s footwear. 


1240 LAWRENCE AVENUE 2 CHICAGO 40, ILLINOIS 





Style #SOI — Tan Elk Blucher 
stitched wing tip. DuFlex Driver 
Sole and Heel. 
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SALES DIVISIONS 


Jarman Shoe Company 
Richland-Davidson Shoe Co. 
Dominion Shoe Company 
ABS Shoe Company 
Cedar-Crest Shoe Company 
Edgewood Shoe Company 
Barrett Shoe Company 
Fortunet Shoe Company 
Bellwood Shoe Company 
Acrobat Shoe Company 
Storybook Shoe Company 


wir - On& 


EXCITING FOOTWEAR 


You... 
ERAL SHOE! 


The General idea is to help YOU sell more shoes. 
And so, Betsy Yeomans. has been appointed Fashion 
Co-ordinator of. women’s style lines at General Shoe. 
Mrs. Yeomans will keep retailers posted on up-to-the-minute 
fashion information . . . giving the style pointers that women 
want to know When they buy shoes, the fashion facts that 
sell more shoes to more women. 


This is another step in the overall program to give 
General Shoe Corporation retailers better service to help 
them sell more shoes. THAT'S the General idea! 


GENERAL SHOE 


OQ R P-0 R.A T1O.N 
General Shoe Building ap Nashville, Tennessee 


\ 
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A Sensation IN THE SHOE TRADE 


Closed tops, with or without 
painted toes, at no extra cost. 


HIGH HEEL ~e LOW HEEL 


MEDIUM HEEL 


The whole industry’s talking about 
America’s finest shoe display form 


YES! Frankel’s new Plastic shoe form has been a real sensation! Name any of 
the leaders in the retail shoe trade, and you'll find Frankel forms in their dis- 
plays this Fall. 


® Do not confuse this form with any other shoe form ever produced regardless of price. 

@ (IT'S AMAZINGLY DIFFERENT! It's more beautifully designed. 

@ It's more beautifully finished . . . not sprayed! It's many times stronger . . . it won't 
collapse! And it’s flame-proof! 


Yet its price is LESS THAN HALF the price of ordinary forms. WHY NOT 
SEND FOR A SAMPLE PAIR TODAY? 


SCOHSSHHSSSEHSESOHSHEHEHOHS SEES OSSOSEEEE® 
FRANKEL PLASTIC CORP., 493 -7th Ave., New York 18,N. Y. 


Please ship cartons (24 prs. each) of Display Forms. 


FRANKEL PLASTIC CORP. 


A DIVISION OF FRANKEL DISPLAY FIXTURE CO. 
Established 1888 .. . our 60th year 


493 Seventh Ave., New York 18, N. Y. 


JACK D. SHENKER 


Sales Manager, Shoe Display Form Division 


—— prs. No. 33, Low heel. ___ prs. No. 55, Medium heel. 
—— prs. No. 77, High heel. TERMS: NET, F.O.B. N. Y. 


Store Name. 





Address. 





City and State 





Ship via Order No 





















NATIONAL ADVERTISING this Fail 
Life - Saturday Evening Post - Pic - Parents’ Magazi 


stresses the fact that-Avonite Soles far ovtwear the best leather . . . 
tells your customers that these flexible, comfortable, quality soles at 
not on all shoes, just the best ones. 

Specify Avonite Soles on your Fall : 





come price resistance. Ask for 
and ise the cobb point of 
to help you get the full bene- 
fit of this ol national 


campaign. 





AVON SOLE 





COMPANY, AVON, MASSACHUSETTS 
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there's extra safety 
in AVONITE SOLES 
Avonite Soles ares rt 
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Gallun’s Cretan Calf 


is the leather that sells your shoes— to men who 
appreciate the Indian’s idea of comfort 


Here’s the ideal shoe for active men. It has 
good looks — the good looks of rich, warm, 
unglazed Cretan Calf. It has comfort, too — 
the kind of comfort long associated with the 
historic Indian mocassin. 

You see, Cretan Calf, like all the famous 
Gallun vegetable tannages, is as soft as velvet. 
And this comfortable softness lasts throughout 
the life of the shoe, despite repeated wettings 
and dryings. 

Build a reputation for selling comfortable 
shoes of distinctive appearance. Check the 
Gallun numbers in your orders to leading 
manufacturers and watch your shoe sales grow. 
A. F. Gallun & Sons Corporation, Tanners, 
Milwaukee, Wisconsin 
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ONE OF THE FAMOUS GALLUN VEGETABLE TANNAGES 
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wan Playful WODS 


SALES WAKE UP 


There's a dividend to the kiddies in fashion and fun, for these beautiful 
little slippers are tiny replicas of mothers ... rivaling hers, stitch for stitch 
for high styling, quality materials and workmanship. 
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Gleaming satins, brocades, juvenile prints, multicolor designs. .. sweetly 
simple or trimmed with whiffs of white fur, a spark of gold piping. All . 
with soft, flexible platforms, bright faille linings, protective heel seats. 


Playful Nods are high on the gift list with tots, everywhere. In sizes 5-8, 
8%-11%, 12-3 M Widths. And as dealers from coast to coast know, Play- 
ful Nods pay dividends in profits ... retailing from 3.50 to 4.00. 


WEBER SHOE COMPANY © SAINT LOUIS 






















IMPORTANT NOTICE 


FOR Recorder OCTOBER 15TH, 


SHOE FAIR ISSUE ADVERTISERS 


FINAL CLOSING DATE « SEPTEMBER 27 


EARLIER RECEIPT OF COPY WILL HELP MATERIALLY TO SECURE BETTER POSITION 


= event of the Shoe Buying Year is the NATIONAL SHOE FAIR to be 
held in Chicago October 25, 26, 27, 28. Biggest buy of the Shoe Advertising 


THIS ISSUE GUARANTEED Year is Boot and Shoe Recorder’s Shoe Fair Issue published this year October 
15. Besides being a take-along buying guide for retailers attending the fair 
20,000 COPIES a : lege sine : 
it is a year-round desk companion for buyers in ail branches of the Shoe, 
PLUS SUBSTANTIAL Leather and Allied Fields. The October 15 issue is carefully timed to reach 
buyers in all parts of the country before they leave for the fair. IT MUST 
ADDITIONAL CIRCULATION NOT BE LATE! 
AT THE SHOE FAIR. Accordingly Boot and Shoe Recorder asks, “Please get your reservations 


in promptly and please get an early start on your production so the last 
forms may be closed by September 27.” 


BOOT AND SHOE 


we RECORDER ss. 


A Chilton @ Publication 
100 EAST 42nd STREET . NEW YORK 17, N. Y. 
Boston « Chicago « St. Louis e Philadelphia e Los Angeles 

























Men and boys hunting better boot 















values find what they want in your ot se 
store when you sell Belleville Boots. YnuHw 
Ideal for sports afield as well as 
general utility wear, Belleville Boots L j 
have the good-looking handcrafted eZ $4 
appearance, flexible comfort, 'y | 
and sturdy construction outdoor om roeee | eS Soak 
he-men like and want. ya 
If you’d care to consider selling SS 
Belleville Boots, write: — 
> 








Junior Commando—Style #9955 


Designed according to the U. S. 
Army’s famed Combat Boot— 
a Belleville original for boys. 
Full grain brown elk upper 
with soft suede tongue- 
gusset. Matching cord-on- 
end sole and heel for 
Made in widths from 
A to E. Sizes | to 6. 


The Woedsman—Style 29088 


Belleville’s 10” men’s boot of handsome russet 
aniline-dyed waterproof leather. Moccasin ‘ 
* stitched vamp over Munson last. Full grain 
stock gusset to match. Stormwelt and grain leather 
slipsole. Tiger stripe cord-on-end sole and heel. 
Made in widths from A to EE. Sizes 6 to 12. 


New England Distributor: KREIDER-CREVELING SHOE CO. + 602 Atlantic Avenue « Boston 10, Mass. 
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Do ycu need a cement that provides better penetration, a longer tack period 


and faster drying? Then consider these and other qualities to be found in 
the wide range of Be Be Cements for folding. They are typical of the 
extensive line of qualified Be Be Cements for solving shoemaking problems 


in every room of the factory. Ask your United man for a demonstration. 


“GPC ADHESIVES” Be Be Bond 
This handy reference guide is available for Be 
your use and will provide you with a listing Be Tex Cements 
of over 80 shoemaking adhesives. Products of B B Chemical Co. 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASS 





FEET IN ACTION 
means business for you £ 


Wherever there are feet in action 
there's need for rubber-soled Canvas 
Footwear. Where there's a need 
there's potential sales and profit. Con- 
sider the fact that every child of 5 
represents a potential user of at least 
20 pairs of Canvas Footwear in th 
next 10 years. G Busin Me 
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~. 7 his feminine Pandora shoe bas been created in Evans 


Kidskin, because it is soft, supple and light, yet 








remarkably sturdy and wear resistant. ‘When made of 
Ae this quality leather, shoes like Pandora retain 
their original loveliness because the leather is dyed 


way “es leaving it completely uniform in color. 


PRESIDENT 
NEWTON ELKIN SHOE COMPANY 























shoe of fashion made by Newton Elkin 


of Cvs Kidskin.... 72 CLILI (Luality Leather 


JOHN R. EVANS & COMPANY + CAMDEN « NEW JERSEY © Est. 1857 
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Now... within budget of every boy and girl... the glamour 
of colorful decorative Western boots! So easy to buckle on 
...$0 sturdy and attractive ...and so inexpensive! Round up 


some of those “Western” dollars with Boot-ster Roundups! 


IMMEDIATE DELIVERIES! 


—* ee 


BOOT-STER MFG. CO. a ae 
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The contest closes at mid- 
night, August 15, 1948. It is 
open to all residents of the 
United States except employ- 
ees of the Colonial Tanning 
Company, Inc., its advertisiag 
agents and their families. The 
decision of the judges will be 
final, and all names submitted 
become the property of the 
Colonial Tanning Company, 
Inc. Contest subject to all 
Federal and State regulations. 


FIRST PRIZE $250 
SECOND PRIZE $100 
3 THIRD PRIZES $50 each 


It will help you to think of the distinctive name that Colonial’s 
elk finished cowhide deserves if you write now for a sample 
of this soft, strong, supple leather that makes such fine shoes. 
There’s still time to do that, and get your entry in kefore the 
contest closes. And yours may be just the name that suits this 
fine Colonial leather ... the name that wins first prize of $250. 


Remember, the name should be short, easy to say and to remem- 
ber. It can be descriptive, such as Col-tan Elk or Bovelk, two 


names which have already been suggested. Submit as many 
names as you wish. 


Send your names to 


COLONIAL TANNING COMPANY, Inc.: 
207 South Street 
Boston 11, Massachusetts 
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Here’s United Last’s Platiorm for °48 and Every Year: 


United Last Styling . .« 


United Last Locations . 


United Last Know-How 


United Last Research . 


Shoe style trends begin with the last. Year after year, United 
Last creations headline the style front as top-notch sellers. 


From branch factories strategically located, comes swift and 
reliable service paced to meet your needs. 


Dependable, precision-built lasts constructed to company-wide 
specification of the best obtainable materials. 


Product-wise and style-wise United Last research helps 
“spark” new ideas and methods. 


UNITED LAST CO., BOSTON, MASS. 





















Nationally Advertised 
No. 6339 on the Commodore 
Lost 
One of 40 In-Stock Styles 


Style Note 






















Ever think you'd find a : 

value shoe in the market ~ . - » a 

we have today? But it’s true! 
Ward Hill is value... real honest-to-goodness shoe 

value. Ward Hill is priced at what it is worth — not at 

what it could bring. Compare Ward Hill Shoes! See for yourself WARD HILL SHOES HAVE _ 
if there is any other shoe... nationally advertised ... sold 12 BIG VALUE FEATURES! 

at this price ...except for Ward Hill, that has all 

12 of the big value, quality features! 


SURVEY PROVES WARD HILL A SUCCESS i First quality, tight-fibre 
9 out of 10 men who've switched to Ward Hill Shoes — say they / weight, meaty 

Fit better + Feel more comfortable + Break in more easily 
than the other brands they’ve worn previously! * 


‘(Quality features found: in top-grade custom shoemaking) 


wt Setter Value... 
AT A MODERATE PRICE! 


Write for our FREE In-Stock Catalogue to Knipe Bros., Inc., Ward Hill, Mass., 
for over 60 years famous for fine shoes for men. (No obligation, of course.) *Results of o two-year impartial survey conducted for Ward Hill Shoes 
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Grace Walkers are styled with the distinction of much costlier shoes 
they are made to sell in the $7.95 to $9.95 retail price field. An 
in-stock, fill-in line, with complete run of sizes and types, 
4 By Grace Walkers present unusual sales possibilities in today’s market. 


They will be advertised with over 10,000,000 style- 
wise ads in Charm, Good Housekeeping, Mademoiselle, and 







Photoplay this Fall. See our representative, or write: 


FRIEDMAN-SHELBY DIVISION, 
INTERNATIONAL SHOE CO., 
ST LOUIS 3, MO. 
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A NEW TYER. LAST 
to fit the new platform shoes 


OPERA BOOT 


FIRST QUALITY — Fur-trimmed velveteen 
Gaiter. Low foxing. Warmly lined. 







Next season women’s popular platforms will be lower 
by about half an inch. To give you protective footwear 
to fit these new lower styles, with their high or medium 
Cuban Heels, Tyer has redesigned three of its most 
popular high-style boots. Be ready for the new selling 
season with the new Opera Boot, Riviera and Facile 
on your shelves. 


FACILE 

FIRST QUALITY -— Stylish high slide- 
fastener Gaiter. Slim about theankles. 
Velveteen upper. Low foxing. Warmly 
lined. Fur cuff. RIVIERA 

FIRST QUALITY —All rubber, bright 
finish, side slide-fastener Gaiter. Net 
lined. Styled for any occasion. 


UY. S.A. 


Branch: 159 Duane St., N.Y.C. 
Sales Offices: 189 W. Madison St., Chicago - J. L. Loftus, 620 S. Manhattan, Los Angeles 





5 


Casuals and Novelties 
Styled and Priced = 
7 Shoe Company 
For Easy Sales 









Ready To & b, Ship 
SIZES: S$, 5¥2 to 9—M, 4 to 9 
Terms: Net—30 Days, FOB Chicago 
Immediate Delivery 


305 W. Monroe St., Chicago 6, Ill. 






Write for Sample Pairs—Descriptions—Prices on 
’ our complete line of New Fall Footwear 
SS 
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IMMEDIATE — 
Han - Crafted 
D E L | V E R Y | Cnylish Footwear 


Now available for immediate 
shipment from New York 
stock, these 5 popular models. 
Ideal for a special summer 
and fall promotion . . . fine, 
imported footwear with dis- 
tinctive design and work- 
manship. 





brown (or black) leathers. Lea- 
ther vamp linings. T-8310 


THE DIPLOMAT . . . an eye-catching wing 
tip in rich sherry brown Willow calf on 
the Sandhurst last. Lightweight. T-8315 


GUARDSMAN ... . straight-tip British 
walking shoes, of black or tan Willow 
calf. Leather lined. Built on tne comfor- 
table Lincoln last. T-8218 


STATESMAN .. . a featherweight 
oxford fashioned from the finest black 
Willow calf, built on the Sulgrave last. 

T-8216 


THE WESTCHESTER . . . a bold styling of 
superb, golden-russet leather. Leather 
lined. A medium weight shoe for all 
seasons. T-8125 


THE SPECTATOR .. . a flattering 
new silhouette in white buck and 





illustrated catalog sent on request. 


LOTUS SHOES, INC. New York 27, BY 
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> —s- SUPERGRIP 


Sole Attaching 


Cement 
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E PLATFORM FELT 


Sell faster! 


The OZITE name is featured in consumer magazines 
having a combined circulation of over 24,000,000. 
Good Housekeeping, Ladies’ Home Journal, McCall's, 
and many other publications keep the name OZITE 
.in the mind of the buying public. 


You can capitalize on this consumer accepcance by 
stressing the use of OZITE in the shoes you sell. Men 
and women alike are familiar with the OZITE trade- 
mark. When the shoes you sell are made with OZITE 
platform felt you have an EXTRA selling point. 
Your customers know that OZITE means top quality. 


IT PAYS to sell shoes made with 


OZITE PLATFORM FELT 


‘ : : : AMERICAN HAIR & FELT COMPANY 
te: festher information weiee “let = 68 Senchiandien Slum Chicago 54, Illinois 


Bulletin No. 900. 
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Plant this TREE in the 


minds of your customers! 


Once you've sold shoes to the customer, you've got fertile soil 
for a sale of shoe trees — and an additional profit! Just tell him (or her) that 
Miller trees help shoes maintain that “new look” far longer . . . are easily 
adjusted for both length and width ... and one tree size accommodates 
several shoe sizes and widths. Millers are designed to allow for metatarsal pads, 
and foreparts are modeled like a shoe last. For extra profit possibilities 


get the facts on how money grows on Miller trees... today! 


O. A. Miller Treeing Machine Company 


PLYMOUTH, NEW HAMPSHIRE 


Branch of United Shoe Machinery Corporation 
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W. H. JOYCE, JR. 
President 


FAIE JOYCE 
Designer and Stylist 


— designing Turf Toppers, we had certain objectives in 


mind. We wanted a construction which would be unusually 
durable and have flexibility and springiness; a shoe which 
could be worn in wet or dry, hot or cold weather. 


This was quite a target and required a superior type of sole. In 
the midst of our search for the best material, samples of soles 
made of Du Pont neoprene crepe were submitted for our con- 
sideration. Laboratory test results showed us that this material 
was just what we were looking for. But to be absolutely sure, 
we completed hundreds of wear tests on these soles. The re- 
sults convinced us that neoprene crepe was the ideal sole for 
Turf Toppers.” 


HOW WELL DO YOU KNOW DU PONT NEOPRENE CREPE? 


Look at these advantages listed below! They’re your key to 


For Style... Color...and Shape...use 


Ret 


DU PONT 


mend colorful, durable 


LVeoprene Crepe Sol Ss 



















SAY THE JOYCES OF JOYCE, INC. 


profitable new designs ... for campus, sports and casual 
styles. Because neoprene crepe offers a combination of dura- 
bility and unusual, brilliant beauty that’s bound to boost 


“buy appeal.” 

Permanent Shape—soles retain shape and smart appearance. 
Brilliant Colors—can be produced in almost any hue. 

Long Service Life—resists oil, grease, softening, abrasion. 
Freedom from Tackiness—cuts down tracking and grit pickup. 
Excellent Uniformity—your assurance of dependable quality. 


So look into the possibilities of neoprene crepe for your line. 
It means styles that se// ... customers that stay sold on your 
shoes. For more information, see your sole manufacturer or 
send in the coupon below. E. I. du Pont de Nemours & Co. 
(Inc.), Rubber Chemicals Division, Wilmington 98, Delaware. 


SEND FOR NEW FREE BOOKLET 





& Co. (inc.) 
co Wilmington 98, Del. 


ed booklet “Neoprene Crepe ee 
rene’s unusual ee a 
ption of its superior qua ities. 


Position —__—__—_ 


E. I. du Pont de Ne 
Rubber Chemicals Division S-8, 
your new illustrat 


formation on neop’ 
_ . detailed descri 


Please send me y 
containing full in 
comparative tests . 


MegpRENE 


BETTER THINGS FOR BETTER LIVING 
- THROUGH CHEMISTRY 


A-8017 








———————— 
a mal 
ictal OO 











“BY APPOINTMENT”—to SMART FEMININITY 


a ERE is the Garanee touch exquise in 

a shimmering satin scuff, brilliantly 
embroidered in gold and vivid color 

—all satin lined—can be had in many lovely com- 
binations. Garanee, perfectionist in quality and 


fashioning, is always first to present the newest 


and smartest in footwear. 


Makers of world famous Garanee shearling 
Negligee Footwear and an extensive line 


of fine leather scuffs. 












NEVER SAY SLIPPERS — SAY eranee, 








Style Treo Hundred and Seven 


For details concerning a Bananee Franchise in your city write to 


DIANAFIX CORPORATION °* 190 WEST 237th STREET * NEW YORK 63, N. Y. 


PARIS, FRANCE * 7, RUE BERGERE #Reg. U.S. Pat. Off. 

















CHANGE YOUR GLASSES 





—We’ve become so-accustomed to viewing the 
world and ourselves through blue glasses that 
we find ourselves at the present moment de- 


cidedly color-blind. 


—Our optic nerves seem a bit slow in re- 
adjusting themselves to the more roseate hue of 
the general economic situation. 


—It’s time now, however, to change our 
glasses. New indices are coming to light day 
by day to give us courage in our hopes for better 
days ahead. 


—Financial, social and political trends may 
soon prove to be definite influences for good. 


—The whole world is aware of its sickness 
and is determined to get well as soon as possible. 
This international maladjustment was man- 
made and will, of course, be man-corrected. 


—Change your glasses, take a dose of bicar- 
bonate of soda for that sour feeling and you'll 
be pleasantly surprised to find out what is really 
happening in this funny world of ours. 


Eb [ibe 


President 
Boot ano SHoe REcorRDER 
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‘L— FOR ALL CHILDREN G MONTHS TO 4 YEARS 7s 
VAISEY-BRISTOL SHOE COMPANY, 


DO DOCTORS AND 
PEDIATRICIANS 
RECOMMEND 


JUMPING - JACKS a 


ag 











IN EVERY TEST THEY HAVE 
FOUND JUMPING-JACKS TO 
BE A POSITIVELY 
SUPERIOR SHOE 





JUMPING-JACKS ADVERTISED EVERY 
MONTH—FULL PAGE IN COLOR 


e JOURNAL OF AMERICAN MEDICAL ASSN. 
@ QUARTERLY REVIEW OF PEDIATRICS 
@ JOURNAL OF PEDIATRICS 


ASK YOUR DOCTOR— 
he knows Gitamenag 


WBMES 


i FXinpe———se EDD ose 
FLEXIBLE 5g 65 FOR pgp WEAR 
eh) | | Fe 


il i 





INC. 
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DEALERS SAY... 






Fastest selling 
line in popular - priced 
field... 


(DEALER A)% 













Best shoe 
on the market at the 
price... 







(DEALER B) 










Constant 
repeat business with 
Foot Pals... 


(DEALER C) 








Give complete 
customer 
satisfaction... 







(DEALER D) 





hat’s right! Dealers across the nation report Foot 
Pals sales are on the rise — because Foot Pals give 
top-notch quality at a price customers are willing to 
pay today! Men like the sturdy good looks. the finer 
fit, the longer-wearing value 4 these shoes — that’s 
why 8 out of 10 Foot Pals purchasers come back for 
more! 
Your customers see the Foot Pals story of quality 
a grade above their price in Foot Pals’ colorful ad- 
vertising in Collier's. For your own use — hard-hitting 
radio scripts and a complete new newspaper mat serv- 
ice. (An eye-stopping window display is in the works 
—ready soon!) 
And don’t forget Wall-Streeter’s alert in-stock de- 
partment—hurry-up reorders bring you more fast- 
selling Foot Pals promptly, efficiently. 


- 
of 
7 
Sesnsesee?*= 


WALL-STREETER SHOE COMPANY 
North Adams, Massachusetts 


Foot Pans 


The STRAND 





oo 
- 
-- 
= - 
Ree. Lae 
Seee-- =? 


SHOES FoR MEN 





% Dealers’ names on request 
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by EUGENE J. HARDY 





Diplomatic sources in Europe reporting to Washington indicate that export 
programs covering shoes and other leather goods have not come up to official ex- 
pectations. This has resulted in accumulation of rather sizeable stocks which in 
turn has made possible easing of shoe rationing restrictions in such countries as 
the United Kingdom, the Netherlands, and Sweden. Primary reasons for this failure 
to meet export goals are the high prices of most of these goods and the fact that in 
most cases the goals were set at too high a level. 

* * * * * 

The pinch of mounting food costs, combined with the increased availability 
of certain lines of durable goods, is continuing to make itself felt in fuller shoe 
store shelves. 

Latest available figures from the Commerce Department (for 1948 first 
quarter) show that 27.6% of the retail dollar goes to food stores and eating places 
as compared with 23.5% in 1940. 

Second biggest drain on the customer's pay envelope is the automotive 
field, where car dealers, parts and accessory suppliers, and filling stations get 
15.9% (5.5% less than in 1940, however). Home furnishings and appliances are 
getting a somewhat bigger percentage of the retail dollar. 

On the other hand, shoe stores are taking in 1.2% of the retail dollar as 
compared with 1.4% prewar. This is likewise generally reflected in department store 
trade which, in general, is now getting 7.5% of the total as compared with 8.1% 
in 1940. 

In the meantime, the same figures show that the dollar volume of year-end 
retail inventories of shoes have doubled since the war, being reported as $156 million 
at the close of 1945 as against $341 million at the beginning of 1948. 

* * * * * 

The Bureau of Standards has announced the development of a fungicidal 
dressing for the treatment of shoe and leather goods which provides complete pro- 
tection from mildew. Developed under the sponsorship of the Office of the Quarter- 
master General, the compound has proved so effective that it is finding widespread 
application and has been incorporated into various government specifications. 

The compound is being used for the treatment of Army shoes and other 
leather items that are to be placed in storage, as well as for reconditioning combat 
boots that have become mildewed and stiffened in storage. It has also been approved 
by the Technical Committee on Leather and Leather Products for promulgation as a 
tederal specification. Full details of the new compound can be obtained from the 
National Bureau of Standards, Washington 25, De C. 

* * * * * 


The decision of Congress to maintain the status quo of the nation's Social 
Security program for the balance of this year is a good indication of the kind of 
political strategy that permeates Capitol Hill in an election year. 

Early in January of this year, majority leaders of both Senate and House 
agreed to concentrate on passage of vote-getting plums like income-tax reduction, 
low-cost housing and curtailment of the most obviously swollen New Deal agencies. 

Social security changes, it was decided, could well wait until 1949— 
except for a few minor revisions—and the inauguration of a new President and a new 
Congress. The principles embodied in the Gearhart resolution (HJ. Res. 296) are 
therefore a good reflection of the current congressional attitude toward this huge 
insurance program. 

The proposal sponsored by Rep. Gearhart, Republican, of California, in 
effect simply provides for limited extension of the social security program as it 
is now set up and also spells out the conditions under which salesmen and other 

[TURN TO PAGE 64, PLEASE] 
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CAVALIER 
350 Brown elk 
351 White elk 
352 Red elk 


TEXADERO 

353 Brown elk vamp and strap 
Texadero embossed cowhide 

* quarter 

354 Red elk vamp and strap 
Texadero embossed cowhide 
quarter 


MAJORETTE 


451 White elk with white tassel 


Sizes 5/8—$3.35, 84/12 
—$3.75, 12%/3—$4.15 


All styles in stock for imme- 
diate delivery in one full 
fitting M width. 

Terms: 3% 10 days 


-a53> 


L 


/ 


CAVALIER 








MAJORETTE 


f ur famous PARADER BOOTS are all made with 







COMMENDED 
PARENTS 


ear ter -W4ie 13 


selected Oak Bend leather soles and DALETAN leather innersoies. 
Custom quality WELDWELT construction make these 


rugged little boots light, flexible and durable. 





Write for a catalogue or request that 


our representative call to show you our 
complete line of FINE JUVENILE 


FOOTWEAR. 








DRESS PARADERS 
The prettiest things on 
two feet. Novelty strap 
patterns for little girls. 
To retail from $5.00 in in- 
fants sizes to $6.50 for 


BABY PARADERS — 
FIRST STEPS in the right 
direction for more sales. 
WELDWELT for flexibility, 
with seamless backs and ex- 
clusive nature shaped heels. 
A complete line in four 








CHILDREN'S HOUSE 
SHOES — Leather sole 
kid Faust slippers lined with 
natural color suede material. 
Sizes 5/13, half sizes too, in 
red kid with blue trim, blue 





misses. preg ev hw sna kid, brown kid and texadero. 

4 ° inta shoes, ! + k f ‘ iat . 

FOOTWEAR, INC. C, D, E widths. To retail at ina oe ean ee 
Wer Bivision $4.00 and $4.50. : 


write 
‘COOPERSBURG, PENNSYLVANIA 
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® 
ALLURING FOOTWEAR 


Shoemakers Since 1874 





Seen in HARPER’S BAZAAR, August issue 


crwlar charm 
Tweedia Footwear Corporation, 
Seggerson, Cl, Minsowr 
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GEORGE M. PIKE, manager of 
one section of the women’s shoe 
department at Callender. McAuslan 
& Troup Co., Providence, R. [., 
says: 

“It seems to me the shoe industry 
would benefit from a well-planned 
and comprehensive public relations 
program, to be carried on over a 
period of several years. To me the 


SHOE 





industry is in need of a good edu- 
cational program taat would cor- 
rect some of the difficulties we now 
face. 

“For one thing, such a program 
could attack the idea most women 
have that they will not pay as much 
for a pair of white shoes as for 
other types. Women expect to find 
the same quality. the same good fit. 
the same wear from whites, but 
they do not want to pay as much. 
Their argument is that they do not 
get as much wear from them, hence 
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do not want to put so much money 
in the purchase. 

“If women would stop to figure 
it out, I believe they get as much 
wear out of whites as any other 
shoe. The average woman wears 
white shoes for three or four sea- 
sons, the last couple of seasons as 
second shoes. For another thing. 
she generally wears the white shoes 
throughout the late 
Spring and Summer, whereas in 
Winter, she changes about and 
wears a variety of shoes—which fur- 
ther adds to the amount of actuai 
wear. 

“Another idea that could be dis- 


constantly 





cussed would be the relatively small 
profit derived from the sale of a 
pair of shoes. A woman sees shoes 
being sold for. let us say. six dol- 
lars. She then jumps to the con- 
clusion that a ten dollar pair of 
shoes nets the retailer four addi- 


‘(booked 


Shee 


WHEEL | 





tional dollars. I think it would sur- 
prise many women to realize the 
margin of profit retailers really 
derive from a pair of shoes after all 
expenses and deductions are taken. 

“The idea could be expanded to 
include many other problems. I be- 
lieve the public holds many errone- 
ous ideas about shoe retailing, and 
I think an industry-wide program 
of education would correct many of 
them.” 





PAUL M. SMITH, New York rep- 
resentative for Selby Arch Preserver, 
says: 

“It is time for everyone in the 
retail shoe business to believe in 
the merchandise they have, are buy- 
ing and promoting; and to elevate 
the consumer’s appreciation of 
shoes. There has been a tendency 
on the part of shoe people to be 
price conscious and apologetic and 
this attitude is easily transmitted 





to the consumer—which only adds 
to the buying resistance.” 


* * * 


H, BERGERSON, owner manager 
of the O. and B. Store, Rochester. 
Minn., says: 

“We are looking forward to con- 
tinued good business as is evidenced 
by the fact that we are planning to 
open one of the finest shoe stores 
in the city, within the year. With 
sixteen years of experience in the 
same location, we feel we can speak 
with some authority in saying that 
merchandising is more important 


4 
EEE 


now than ever. Strong promotions 
are needed. We are paying more 
attention than ever before to win- 
dow display for people are shop- 
ping today and display pulls them 
into the store. 

“Once in, it is important that 
they be served by men who have 
been trained in correct fitting. This 
builds trade! The service must be 
courteous, to make the shopping 
experience a pleasant one to be 
remembered when again contem- 
plating a visit to a shoe store. 

“We advertise extensively—with 
regular newspaper advertisements, 
direct mail—which we have found 
to be most effective—and also over 
the radio four times a week. 

“Displays within the store help 
us to build sales. We have good 
reaction from displays of casual 
shoes placed near the front en- 
trance. These colorful displays fre- 
quently result in extra sales as 
customers add a pair, which has 
caught the eye, to their first pur- 
chase. 

“Active promotion, better than 
ever display, good merchandise and 
quality service will offset resistance 
to high prices.” 





* * * 
PAGE ONE OF EACH ISSUE of 
Turner’s Public Spirit—the weekly 
newspaper of Ayer, Mass.—carries 
an advertisement by the Hartnett 
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Tanning Company of Ayer, in which 
Frank H. Hartnett, president, pas- 
ses along some friendly and perti- 
nent philosophy. For example: 
“Partnership generates coopera- 


“Profit sharing pays off.” 


99 


bed 


tion. 
“You earn respect—not demand it. 
“Cooperation is a two-way matter.” 
“We all have a responsibility—to 
others.” “The best atmosphere is 
cheerfulness,” etc. etc. 

This “column” is part of the 
public relations policy of the Hart- 
nett Tanning Company and serves 
the dual purpose of keeping their 
name in the public eye and creating 
good will as well. 


* = * 


JAMES B. LYONS, shoe buyer at 
Bergman’s Department Store, 
Wilkes-Barre, Pa., says: 

“We have bought shoes for Fall 
and are planning our operations on 
the theory that the shoe business 
will continue good for some time 
yet — despite the misgivings and 
doubts voiced by many retailers. 

“You can find what appears to 
be a sound basis for almost any 
course of action. There are many 
indications that prices will decline. 
Other signs point to an upward 
course. Many stores are selling 
fewer shoes. A few, like this depart- 
ment, are maintaining or increasing 
pairage. General conditions are im- 
portant, but we are more concerned 
with conditions directly affecting 
this store. 





“During the past three years we 
have greatly strengthened our posi- 
tion locally. We are carrying better 
lines, including many nationally ad- 
vertised shoes, and have doubled 
our top price. As long as we do a 
big volume, we must have plenty 
of shoes to sell. The slim prospect 
of lower prices does not seem to 
justify taking a chance on Fall mer- 
chandise. A profit from shoes 
bought at a lower level may quickly 
be cancelled by declining sales 
caused by lack of sufficient in- 
ventory. We must all take some 
chances, and I prefer to have 
enough shoes rather than lose sales 
because of too few.” 


JOHN MARINO OF JOHN 


MARINO, Inc., New York says: 

“There is no overwhelming pref- 
erence for any one particular type 
of shoe. Pumps will be sold, plat- 
forms in varying thicknesses. ankle 
straps, sling backs and some new 
shoe silhouettes. In other words, 
buying is universal. 

“We are trying to operate on a 
twelve-months-a-year basis. sending 
two or three models every month 
to our accounts, so that the stocks 
will always look fresh in the stores. 
In this way we hope to keep busi- 
ness in the stores and to keep the 
factory busy twelve months in the 
year.” 


® 


“I just came in for a bottle of polish.” 
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HAND MADE SHOES 
FOR JUDY 


Actress Judy Canova is fitted 


with leather shoes made by hand 
by Emil Schimei of Camas, Wash., 
member of the Paralyzed Veterans 
Association at Birmingham Hospi- 
tal. In the background are two 
other association members. Those 
belonging to the organization are 
learning a profession at a leather- 
craft firm and are earning money 


at the same time. 




































= Let SANTA CLAU 
. Add the Merr 


by 
ELEANOR M. RUTTY 





SSS 


Left to right: Leather scuff; 

Baranee by Dianafix. Blue 

satin slipper; Comfy by 

Daniel Green. Blue satin slip- 

per on 14/8 heel; Lollers by oe 

Pfeiffer. All-leather Scuffie ag 
of full-grained cowhide; : Saw 


Fulton Leather Goods. 





















Above: Man’s Molded Snug Fit 
Clogs of pure gum rubber, very 
light in weight, easily packed: 
_ Tingley-Reliance Rubber Corp. 



























Above: Clockwise, starting lower left: 
Wedge heel sling in black satin and 
gold kid; Hi-Larks by Pli-Mode. 
Black satin scuff with gold kid ap- 
pliqués; Gay-Step by Keystone. Pale 
blue satin with gold kid; Swan. Gold 
kid hostess slipper with Turkish toe 
and pointed back; Cobblers. 


Left: Clockwise, starting lower 
left: Big and Little Sister lea- 
ther “Ballerina” slippers; Con- 
solidated. Pink brocade slipper 
with white pompom and plat- 
form for little girl; Skippy. 
Walt Disney’s Donald Duck on 
child’s felt slipper; Sporting 
Shoe Co. Blue satin model with 
gold button for Mother and 
Daughter: Kleinert. 








ry Jingle to Your Christmas Sales 





er left: 
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Attractive Gift Items, at Attractive Prices, Will Bring in 
that Extra Business to Your Shoe and Slipper Departments. 
Rubber Footwear, Too, Offers Possibilities for Gift Sales. 


‘O KINDS of footwear lend themselves especially _ to ger™ Raiae “ue aul fleece-lined for 

é e eer? ee, ae : girls and children; U. S. R Co. “Weath 
well to Christmas gift promotions: slippers and high- iat", toe chilies aad stiiecs cane guanibans pone 
styled rubber boots and galoshes. The possibilities for i a. as maak Doone Co. “Trigger 
lee _ ies ae anette oot”, adaptation of a cowboy-type boot with lea- 
attractive displays and promotions of al] sorts in your davgete Falck and cet: Bante Utlng; Midimecke. 


slipper department are endless. Show this merchandise 
with a background of glamour for your satins and 
gold kid hostess slippers. Make the prospective giver 
think of the lovely ladies who can be even lovelier in 
a pair. or more than one pair, of your slippers. Or give 
the homey feeling with your Mother-and-Daughter or 
Big-and-Little-Sister twosomes. Make your appeal. too, 
to the prospective traveller with the flat-heeled scuffs 
and very soft, easily folded and packed slippers. You 
will notice how many flat-heeled slippers. as well as 
scuffs, we have shown here. That feeling for low heels 
seems to have invaded slipper, as well as shoe. styling. 
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Mavbe rubber boots and galoshes do not seem gla- 
morous enough for a Christmas gift to a lovely lady. 
a pretty girl or a cute, little nipper. but don’t be too 
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sure! Nothing makes a woman feel more luxurious. 
except a fur coat. than a pair of velvet galoshes, fur- 
trimmed. Other novelty ideas can be promoted attrac- 
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Left to right: Ankle-fitting 
velveteen galosh with French 
fur cuff, two inches shorter 
than previous models; Cam- 
bridge. Velvet lace galosh 
for platform shoe, a new fea- 
ture; Goodrich Footwear Di- 
vision. Ccntinental Gaytees 
Boot of flannel, with fleece 
lining; U. S. Rubber Co. 
“Rain Wraps”, with case, in 
waterproof, washable fabric 
with rubber soles; adjust- 
able at arch and heel; Ben- 
ton Thompson Co. Shoe and 
form courtesy of Florsheim, 
Fifth Avenue. 


lease ALL the FAMILY 


by BETTY TURCOTT 


At You 


Smart Practical Gift Items for Mother, Dad and the Junior 


Members of the Family Are Sure to Bring into Your Store 


Those Added Christmas Sales You Do Not Want to Miss. 
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Right: For the career girl. Silk faille 
bag; Virginia Art Goods. Bronze kid 
bag; Coronet handbags. Bronze belt: 
Vogue Belt Co. Fitted leather carry-all 
and leather trimmed compact; Rex. 
Sleeve garter; Hortense Hewitt. Cobra 
address book; Lesco, Ltd. Combina- 
tion chamois and wool knit gloves; 
American Made by Hansen Glove Co. 








WARM. HUMID Summer days are 
just the time to plan your Christ- 
mas promotions. Thoughts of cooler 
days to come are not only refresh- 
ing. but are certain to be lucrative 
as well. Extra business. added sales, 
while always desirable can be 
brought about by sianting your 
Christmas gift promotions toward 
practical, moderate-priced items. 
For instance, take the reptile ac- 
cessory group for promotion with 
the basic reptile shoe and handbag. 
Offer any one of a wide selection 


Left: Teen-agers’ delight. Double duty 
shoulder bag in plastic leather; Pyramid 
Leather’ Goods. Fitted cowhide shoulder 
strap bag; Belmo Fashions. Silk scarf; Glen- 
tex. Corduroy belt; Vogue Belt Co. Fitted 
Teen-Timer billfold; Buxton. Cobra slack 
bag with fazile frame, comb and file case; 
Lesco, Ltd. Zippered pigskin gloves; Amer- 
ican Made by Imperial Glove Co. 












































UN Accessory Counters 


of items such as gloves trimmed Gifts for Mother. Suede bag with gold 
: : a frame; Coblentz. Silk scarf; Glentex. 
with reptile, reptile umbrellas, key Cobra covered umbrella, suede glove 
cases, wallets, slack purses, address with cobra trim and cobra belt; Franz 
books, all in matching shoe colors. i or 
5 strand choker; Weineich Bros. Doe- 
For promotions keyed to please skin gloves; American Made by 
the matron. match suede shoes with See ee 
ays are a suede handbag, team a suede bag 
Christ- with gold trim or frame with all- 
cooler over suede or suede gloves with 
efresh- gold trimming or doeskin gloves. 
crative Add an attractive scarf or belt to 
1 sales, complete the set. Similar coordi- 
an be nated promotions worked out in 
your calfskin sets to complete her en- 
foward semble are equally attractive gift 
ems. items. 
ile ac- For the young matron or college 
1 with daughter, choose your promotion 
idbag. items from a group of practical yet 
ection colorful accessories to complete her 


ensemble. Softly feminine bags in 
suede, faille, calf, to match her 


duty 
waned dressy shoes, or bronze bags to 
— team with bronze shoes, are avail- 
m- : 5 - 
Fitted able in a wide price range as are 
slack matching or contrasting belts and 
case ; 
pin gloves. For casual or campus wear, 


tailored leather gloves, leather- 
trimmed compacts or cigarette cases, 
fitted leather cases, make ideal gift 
items. A “gadget-lover’s delight” 





Above: For the young man. Leather shoe 
polishing kit; Lyons & Co. Combination 
chamois and knit bag gloves; American 
Mude by Hansen Glove Co. Gold pencil tie 
clip; Swank. Cordovan key case, belt, wallet, 
billford ; Service Mfg. Co. 
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Left: To please Dad. Shoe trees and 
shoe horns; Lyons & Co. Burgundy 
capeskin gloves; American Made by 
Daniel Hays. Imported Argyle hosiery 
S. Gilbert Co. Gold key chain; Swank. 
Gift certificate and model shoe; Stet- 


.son Shoe Co. 




























Handbag and hosiery coordina- 
tion is emphasized at Barnett’s 
Bootery, Glendale, Cal. Sales- 
man, left, looks on while Man- 
ager Tom Downey presents 
matching handbag to customer. 
Often salesmen show bags to 
help sell shoes. 



















ACCESSORY SALES 
Build Suburban Store's Volume 


RECOGNIZED and accepted by all women as an im- 
portant aspect of their dress is the coordination of 
footwear. handbags and hosiery. One shoe store that is 
helping its patrons achieve style-wise and sensible co- 
ordination is Barnett’s Bootery in Glendale, California. 
of which Tom Downey is manager. Dorothy Peterson 
acts as head of the active accessory bar. 

“Even though most women have made some attempt 
to coordinate accessories in the past, never before has 
such harmony been emphasized as it is today,” main 
tains Miss Peterson. “Much of this can be attributed 
directly to the change in fashions, for not only have 
the shoes, the clothes, and the general silhouette under- 
gone a complete change, but also women have dis- 
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This window shows how footwear and hand- 
bag coordination is handled in display. Dis- 
plays are keyed to achieve a well-blended 
harmony between shoes and accessories. 












Right: A salesman introduces a customer 
to Dorothy Peterson who heads the accessory 
bar. The customer, who has just purchased 
a pair of shoes, is shown a handbag to 
match. 
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Promotion Items 


Cold weather boots are designed for 
many uses and occasions and serve the 
requirements of many groups of cus- 
tomers. They appeal particularly to col- 
lege men and women. 


For Cold Weather Months 


Boots with Leather Uppers. Crepe Rubber Soles, Insulated Plat- 

forms and Linings of Shearling or Fleece Supply a Definite Need 

in Today’s Footwear Wardrobe and Have Additional Sales Appeal 
Based on Their Style Acceptance. 


GROWING out of an idea that was conceived in the 
mind of an executive of Consolidated Footwear back 
in 1934, while he was watching the annual football 
classic between Princeton and Dartmouth. the type of 
cold weather boot that has since been popularly iden- 
tified by the term “Stadium Boot” won acceptance be- 
cause it filled a definite need. both in the wardrobes 
of consumers and in the merchandising plans of re- 
tailers. 

Actually the term Stadium Boot is a trade mark regis- 
tered exclusively by Consolidated Footwear Corpora- 
tion whose factories are located at Malone. New York, 
and which played a leading role in the development of 
this class of footwear. But its use is much broader than 
the name suggests. It offers protection on crisp. cold. 
clear Winter days as well as stormy ones and it pro- 
vides a strong element of fashion appeal not usually 
associated with some of the more conventional types 
of wet weather or protective footwear which it is de- 
signed to supplement rather than supplant. thereby cre- 
ating an extra sale. These boots have additional sales 


appeal arising from the fact that they serve to accentu- 
ate whatever fashion ensemble the wearer may have 
chosen for the particular occasion. 

The chief characteristics. from a construction stand- 
point. of footwear comprising this category are genuine 
leather uppers, rich shearling or fleece linings. non- 
skid genuine crepe rubber soles and insu'ated platforms. 

As a style item these cold weather boots are particu- 
larly acceptable to college men and women during the 
football season or for any other outdoor sport in the 
late Fall or early Winter. Collegians like them par- 
ticularly because they provide a leather boot which can 
be worn over the shoe and because they tie in grace- 
fully and smartly with other outdoor apparel. 

This type of outdoor footwear has proved to be a 
successful merchandising item in a very large number 
of retail shoe stores and departments in the United 
States, particularly in cold weather areas during the 
months of January and February, when regular retail 
shoe sales normally have a tendency to decline because 
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S Puerto Rican 
ms Shoe Industry 


e 


Noon hour at the two-story air-con- 
ditioned factory at Ponce where 300 
native workers are employed. 


PUERTO RICO’s only shoe factory, completed a little 
over a year ago but already producing at the rate of 
fifteen hundred pairs of shoes daily. is giving concrete 
evidence of playing a vital role in the island’s rapidly 


growing industrial life. 

Sales for the six months ending in January are re- 
ported well over $400,000, and current orders are 
backlogging at the rate of nearly a hundred thousand 
dollars each month. Thus far all production has been 
sold domestically, the factory’s product being entirely 
for women, misses and children, but plans are already 





under way to start export shipments in the next few 
months. 


Staffed entirely by Puerto Rican personnel except for 

top management, the factory is operated by the Puerto 

Rico Shoe & Leather Company. a subsidiary of the 

government's Puerte Rico Industrial Development 

Company. A striking example of economic “pump 

priming” identified with current industrial expansion, 

the early production reports of the factory at Ponce, 

P. R., have attracted the attention of private capital, 

and bids for purchase of the plant are being considered. 

B. F. Hartwell, vice-president and general manager, B. F. Hartwell. vice-president and general manager 
cuts a new pattern for shoes to be made at the of the Puerto Rico Shoe & Leather Company. is a vet- 


Puerto Rican factory. Mr. Hartwell is a veteran e a _ a. P Rico f 
shoe manufacturer from Maine. ran shoe manulacturer who came to Fuerto hico from 


Far left: Cutters 
3 stamp out pieces of 
| leather for shoe up- 
pers at the Ponce 
factory. 


maeueeel 


Left: Leather for up« 

pers is trimmed to 

size with this machine 
., installed at the Puerto 
‘~ Rican plant. 
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Hits Its Stride.... 


Puerto Rico’s Only Shoe Factory, Opened at Ponce a Little 
Over a Year Ago, Is Now Producing 1500 Pairs Daily. The Fac- 
tory, a Subsidiary of the Government's Puerto Rico Industrial 
Development Company, Operated by Former Maine Shoe Man. 



















Maine with his brother, L. L. Hartwell, to launch this 
project for the insular government. 

A new building, completely equipped with up-to-date 
machinery, was finished only in February of 1947, and 
production on a small scale was immediately launched, 
while personnel was being trained on the job. Now the 
three hundred employees aré progressing on regular 
production schedules, but limited facilities keep the 
factory about sixty days behind orders. 












All shoes are made of such native materials as can 
be utilized, including new designs of woven palm-fibre 
which are already attracting wide interest among con- 
sumers. Local leather also is used for soles and for 
some uppers, but with the development of a tanning 
industry, the factory could increase the scope of its 
operations. Right now virtually all leather for uppers 
must be imported. 
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Working conditions in the new industry are proving 
attractive to the staff which is housed in a two-story 
air-conditioned factory for which additions are already 
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cee be “nted ; Skilled seamstresses, Puerto Rico women, learned 
eing Diueprinted. quickly to be shoe operators at the government- 


Native skill at any job that requires use of the hands built factory. 
is one of the prime factors in the quick training of good shoe operator, but Puerto Rican job-hunters ac- 
the personnel, reports General Manager Hartwell. Ordi- cepted at the factory have been prepared for permanent 
narily it requires from two to three years to train a assignments here in six months or less. 


























Edith Garcia examines a pair of newly styled A variety of shoe styles produced at the Puerto Rican plant. They 
Puerto Rican shoes. Uppers are made of hand retail at an average price of about $5.00. The sling pump seems to 
woven palm fibre with embroidered design. be a favorite. 












Designed for wear with thong san- 
dals are these “Mitten Hose,” split- 
toe stockings which were shown at 
the Annual Fashion Show held re- 
cently in Los Angeles. 


Former King Mihai of Romania and his 
bride, the former Princess Anne of Bour- 
bon-Parma at Lausanne, Switzerland, on 
their honeymoon. The groom wore heavy 
soled bluchers, while his wife preferred 
open toe white sandals. 


The actor, Alan Ladd, takes it easy on the set of THE GREAT GATSBY. 
Vot the least important part of his costume are his authentic cowboy 
boots which he displays here to good advantage. 


Recruits for the Jewish army in Palestine receive their uni- 
forms at a training camp. Notice the sturdy army shoes which 
they were issued. 


Left: Two shoe travelers fell into luck on a recent trip 
to California. Alex August, left, representing Penobscot 
Trampeze and Old Town Trotters, and Art Meyerson, 
second from left, Hollywood Skooters, were guests of 
Carmen Miranda and her husband at a “Chuck Wagon” 
steak dinner at Palm Springs. 
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High button shoes for Fall. Mabel and 
Charles Julianelli examine some new 
models: suit shoes with suede spat tops, 
high button black satin cocktail models, 
a cut-out shell silhouette and an ankle- 
high back laced pattern. 










Miss Josephine Roberts, formerly a waitress, 
wanted to do something different, so she in- 
vested in a two-chair shoe shine stand in down- 
town St. Louis, and becume one of the first 
women shoe shiners. 


Fernand Bachelard, 25-year-old Belgian, 
compares his shoes with those of a nor- 
mal man in Brussels. When he was four- 
teen, Bachelard was the s::a'lest boy at 
his school. Now he is seven feet seven 
inches tall. 





Members of the U. S. Navy’s Task Force 38 on a 
recent stop at Tsingtao, China, visit a native leather 
shop and examine some Russian boois before pur- 
chasing them. 
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A pair of black, gold and silver cowboy boots, 
gift of the El Paso, Tex., Chamber of Com- 
merce, was presented to President Truman re- 
cently by a group of Texas Congressman. At 
the left is Rep. Ken Regan who made the 
presentation. 
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Trade Trends at the Mid-Year 


NOTWITHSTANDING the fact that there has been 
considerable disappointment among shoe manufactur- 
ers over the apparent reluctance of many retail buyers 
to cover their Fall and Winter requirements on what 
factories regard as a normal time schedule, the shoe 
trade outlook for the balance of the year appears gen- 
erally promising. According to Department of Com- 
merce reports and Tanners Council estimates, produc- 
tion figures to date are well abreast of last year at this 
time. Informed observers in the industry look for the 
usual Fall bulge in production which over the years 
has come to be regarded as a normal seasonal develop- 
ment. It may not prove as big as it was a year ago. 
and its duration may not be as long. But there seems 
every reason to expect 1948 production to equal if it 
does not exceed the 1947 total of 468 million pairs. 


Sales, unfortunately, present a somewhat different 
picture. Not that the story is too discouraging, even 
from that standpoint. for comparisons of dollar volume 
would seem to indicate that with a reasonably favor- 
able Fall shoe business, most stores will show pretty 
satisfactory totals at the year’s end. But for any sort 
of realistic appraisal it is necessary, not merely to 
glance at the figures but to analyze them, and this is 
one of the instances in which the figures appear more 
reassuring than the analysis. 


The available figures on shoe production, supplied by 
the Census Bureau, are much more complete and re- 
vealing than the somewhat fragmentary reports from a 
number of sources on which we must rely when we 
attempt to study the trend of retail shoe sales. The 
Congress of the United States has been reluctant to 
supply the funds which the bureau has asked for to 
do a satisfactory statistical job on retail distribution, 
with the result that it will be necessary to wait another 
year to find out what is really happening in the retail 
field. By that time reports from the Census of Retail 
Distribution to be made in 1949 will begin to become 
available. The last retail census was taken in 1939 and 
it is needless to say that the figures based upon those 
reports are pretty hopelessly out of date. 


The Department of Commerce does compile monthly 
reports on the trend of sales in independent shoe stores. 
but the figures are too incomplete to provide the basis 
for thorough analysis. There are somewhat better figures 
on sales of shoes in department stores, also reports on 
ckain store business from which some conclusions may 
be drawn. In general the story seems to be that chain 


stores are slowly but steadily improving their position 
and accounting for a somewhat larger percentage of 
the total retail footwear distribution. Taking into 
account the increase in retail shoe prices since a year 
ago. which has been considered to be close to 10 per 
cent. the National Shoe Retailers Association estimates 
that unit sales of shoes for the first six months of 1948 
were off between six and ten per cent from 1947. 

These facts, considered in conjunction with one an- 
other and especially in view of the rather impressive 
showing made by some of the chains, has caused some 
observers to conclude that many consumers have been 
priced out of their normal markets and are either post- 
poning their shoe purchases for longer periods or 
switching to lower-priced brands. It is natural to ex- 
pect that some hard-pressed consumers would act in 
these ways, but the decline in independent shoe store 
sales to date is scarcely sufficient to warrant the con- 
clusion that either of these changes in consumer buying 
habits has assumed anything like formidable propor- 
tions. The National Shoe Manufacturers Association. 
in a bulletin last month, disclaimed belief that there 
is any marked tendency toward trading down in shoes. 
It declared many manufacturers have done their best 
business in the top grade lines. Nevertheless, the factory 
value of all shoes produced declined in May to the 
lowest average since 1946. 

In times like these it is easy to attach undue signifi- 
cance to developments which actually may only reflect 
the season-to-season vicissitudes of a trade that is al- 
ways subject to the uncertainties of weather. the vagar- 
ies of style and a variety of other influences, many of 
which are unpredictable and uncontrollable. The story 
of men’s sport oxfords in the past few weeks offers an 
interesting example. Following the worst Spring and 
early Summer of which the Weather Bureau has any 
records. some stores in the East sharply reduced the 
prices on this class of merchandise, which had not been 
moving. Competition was forced to follow suit. Then 
came Summer. sunshine and a succession of warm. clear 
days. The sales picture on sport shoes changed over- 
night. Lower prices, favorable weather and seasonable 
styles proved an unbeatable combination. Some shoe 
men thought clearance sales were advertised too early. 
But that again is an element that is difficult to control 
in a free economy where competition holds full sway. 
There is a distinct trend today toward the return to 
pre-war merchandising patterns. in which the clearance 
sale traditionally played a conspicuous part. 
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IN THE FALL FASHION MAGAZINES 
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These are just three of the important new Styl-EEZ 
shoes your customers will see nationally advertised. 
In September alone, the Styl-EEZ urge 

to buy will appear in Vogue, Charm, McCall’s, 
Mademoiselle and Good Housekeeping. 


ct $ With coverage like this, you'll get your Fall 
a 4 shoe business off to a flying start by 
a ge featuring the nationally advertised styles from 
NF ote the established brand in demand—-Styl-EEZ. 
ee se 


# TRU-POISE e STYL-EEZ e EASY GOERS 


PORTSMOUTH, OHIO & TOWN WALKER e PHYSICAL CULTURE 


GROUND GRIPPER e CANTILEVER 


Dine [-H PRESERVER e ACTIVE MODERNS 
THE SELBY SHOE CO. Selly Sheet € 





New York Offices: 3120 EMPIRE STATE BUILDING (Arch Preserver @ Styl-EEZ e@ Easy Goers ¢ Tru-Poise) 
926 MARBRIDGE BUILDING (Physical Culture @ Town Walker @e Ground Gripper ¢ Cantilever) 
Los Angeles Office: 816 HAAS BUILDING 











CONCENTRATE YOUR PURCHASES 


by EDWARD ROSE 





‘6WE WILL CONTINUE with our list of reasons why 
a store should buy from as few concerns as possible.” 
Mr. Hultz smoothed out his sheets of paper. 

“Look, Mr. Hultz, you’ve sold me on the idea.” 
Joseph said. “You don’t have to give me any more 
reasons.” 

“Oh, yes I do. Today you’re sold on the idea. Tomor- 
row a salesman might persuade you that you haven't 
enough lines in your store. I am going to impress this 
one point on you, but good. I also want to impress my- 
celf for reasons which we will see soon enough. Shall 
we proceed?” 

Joseph nodded. 

“Your resource will help you through hard times with 
easier credit if you are an important customer to him. 
whereas the gentleman from whom you buy once in a 
while isn’t so interested in your financial future and 
will have his brother-in-law, the lawyer, send you nasty 
letters threatening to close your store if you don’t send 
a check by return mail. 

“You can quite often earn quantity discounts by 
buying large orders from one firm that you would not 
be able to get if you spread those orders out among 
many firms. For instance, let us suppose your store will 
sell fifty thousand dollars’ worth of shoes a year. That’s 
thirty thousand at wholesale, just offhand figuring. Sup- 
posing you were able to buy these shoes at a five per cent 
discount for quantity orders. How much would that 
earn you?” 


The amount of savings resulting from cash 
discounts on quantity orders may be con- 
sidered almost in the light of a bonus. 





In Which Joseph Continues to Learn the Advan- 
tages to Be Gained by Confining His Resources 
to a Few Good Companies. 


Seventh in a Series of Articles on the Fun- 
damentals of Retail Footwear Distribution. 


Joseph figured rapidly. “Fifteen hundred dollars. Say, 
that would be a good piece of extra profit, wouldn’t it?” 


“You ain’t just cooking with gas, if you will pardon 
the expression.” Mr. Hultz said. “Now, you will get 
merchandise of consistent quality if you keep buying 
from one good company. If you buy from the fly-by- 
night concern, you might get what the salesman prom- 
ised you or you might not. 


“A shoe store has a much better appearance if all 
the boxes are exactly alike. You can get this uniform 
appearance by having all the same brand of shoes or 
by changing the shoes over into your own boxes, which 
is, of course, more work. But I can’t tell you how im- 
portant the impression of different kinds of shoe boxes 
makes on the customers. Your store looks like a junk 
shop if you have all kinds of boxes on the shelves. If 
your boxes are uniform, your store looks like a quality 
store.” 


He caught Joseph sweeping the shelves with his eyes. 
“We will speak about my store in the very near future.” 
He shuffled through the pages. “The salesman from your 
wholesale company will love you, for to him your are 
the very staff of life. You are his daily bread. There is 
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HERES HOW TRIMFOOTS NEW EXCLUSIVE 
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A growing child needs new shoes more often than most mothers With Tell-Tale-Toe, she can watch her child’s feet grow . . . she 





realize! 41% of children under five wear outgrown shoes.* sees for herself how much safe growing room is left in the shoe. 











Toe-prints made on the Tell-Tale-Toe growth register show her RESULT: A mother who is certain she is protecting her child’s 
exactly when it’s time to bring her child back for larger shoes. foot health ... a fitter who makes more frequent repeat sales 
and enjoys greater customer confidence. 


UNSAFE AREA For the first time, your mother customers can actually watch little 


Sena cin ain ana aan ene am am feet grow in their own home... . and tell exactly when shoes are out- 
grown! Teli-Tale-Toe growth registers are packed with every pair 


of Trimfoot Pre-School and School Shoes to help you bring children 
back to your store more regularly. Write for complete details. 


Simple ... Safe! Lipstick is 
applied to Tell-Tale-Toe growth e 
register before it is put in child’s 
shoe. Toe makes color print on register 


as child walks. Mother removes 
register and sees exact position of SHOES FOR THE GROWING YEARS 


toes inside shoe in action. 
J TRIMFOOT COMPANY, Trimfoot Terrace, Farmington, Missouri 
*National Foot Health Council in Canada, TRIMFOOT LIMITED, Hamilton, Ontario 












ONLY TRIMFOOT SHOES HAVE TELL-TALE-TOE PROTECTION 
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DETROIT SALES TAKE 
UPSWING 


SHOE RETAILERS in Detroit re- 
main in a mildly optimistic frame 
of mind, with general reports in- 
dicating shoe sales about equal to 
the corresponding figures for 1947, 
in pairage, but somewhat ahead on 
a dollar basis—reflecting the price 
rise. Leader in the slight upswing 
appears to be the women’s field. 
Some continuing echoes of scarcity 
in sizes and styles are heard in the 
children’s field, although much less 
than a few months ago. 

Closed shoes centinue to be of 
top interest, with a significant in- 
crease in demand for closed opera 
pumps predicted by Joseph Good- 
man of Russek’s—“as manufactur- 
ers perfect the pump.” 

Interesting competition between 
the platform and single sole con- 
struction was brought out by Mr. 
Goodman, with the prediction that 
sales will be good in both types. 
Another unusual feature noted was 
that women are buying two pairs— 
closed toes to get the benefit of the 
“new look,” and open toes because 
they have been used to that comfort 
for many years. Mr. Goodman 
pointed out that this will mean a 
reconsideration of merchandising 
policies by foresighted retailers. 
and provision to carry a larger in- 
ventory of shoes in order to sell the 
same number of pairs. In general. 
it was felt that the customer buying 
two pairs would not mean any in- 
crease in total sales. but wider di- 
versification of purchases. 

An unusually complete round-up 
of the high style picture was pre- 
sented by Florence Neydon of 
Fyfe’s. Here dark suede is becom- 
ing very important, even in ma- 
trons’ styles. Featured colors are 
black, brown, and navy, designed 
for Midsummer wear. 


Sandals and ankle strap types in 
general are in growing demand. An 
interesting new model being fea- 


tured is a plain opera pump with a 
baby louis heel. Another Fyfe spe- 
cialty is a sandal type, with a low 
V-cut at the vamp, and double 
straps. This is being featured in 
three types—navy with gunmetal 
piping. brown with bronze piping. 
and navy blue with silver piping. 

Marking a new trend in the com- 
fort type field was a special three- 
day showing at Fyfe’s. Customers 
were given an opportunity to order 
their shoes in all styles, fabrics and 
colors. 


ST. LOUIS CUSTOMERS 
MORE SELECTIVE 
§T. LOUIS shoe purchasers, both 
masculine and feminine, have dem- 
onstrated a tendency both toward 
greater selectivity and an increased 
resistance to price in recent weeks, 
if the tempo of purchases can be 
taken as a criterion. During the 
month of June, for instance, dollar 
volume as well as units were off 
in the sale of women’s shoes. Com- 











"King's Ransom” :.: 
our dramatic wedgie shoe 
of golden Cobra. Third Floor. 18.95 
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“King’s Ransom" was the description 
used by Himethoch’s, Detroit, in offering 
gold cobra high wedges. 


pared with the month previous. 
sales were off as much as 20 per 
cent, according to estimates of some 
buyers of style shoes. Such a sales 
decline during June is given added 
significance by some buyers be- 
cause of the fact that during two 
weeks of June, 1947 there was a 
transportation strike which cut 
heavily into store traffic. 

While one explanation of the 
failure of special promotions of 
both men’s and women’s shoes at 
reduced prices to attract the ex- 
pected traffic has been that of wet 
weather, buyers also reveal that 
even when the prospects come into 
the stores, they are more price- 
conscious than they were a year 
ago. A buyer of men’s shoes pointed 
out that the male consumer is seek- 
ing shoes that sell from $2 to $4 
less than he paid last Summer. Be- 
cause of this trend retailers are 
finding it to their advantage to 
promote more shoes in the lower 
brackets. 

In comparison with last Sum- 
mer when the men’s shoe at $12.95 
and over was well received, the 
volume seller at the moment ap- 
pears to be at $10.95. With the 
feminine consumer, of course, style 
still can offset the hurdle of price, 
if it meets the demand of what she 
had in mind before coming into the 
store. 

* = * 
BALTIMORE BUSINESS 
EQUALS LAST YEAR’S 

BUSINESS in Baltimore during 
the past month has been as good, 
if not better, than last year at this 
time. A bit of everything has been 
selling, with emphasis on brown 
and white, black and white and all- 
white shoes and casuals. Sales of 
blue and white and red and white 
combinations were not so good, 
however. 

Black and blue suede in high 
style dress shoes were selling in 
the upper price brackets from 
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$16.95 to $24.95 while white shoes 
moved in the $8.95 to $15.95 price 
group. 

Again people were looking, but 
not buying the closed models, and 
one buyer expressed the opinion 
that perhaps in the Fall consumer 
interest would be stimulated to the 
point that there would be volume 
turnover in these types. 

In the children’s section, saddle 
oxfords were selling in fair 
amounts while the open sandal 
was moving exceedingly well. 


* * * 


CHICAGO STORES CLEAR 
SUMMER STOCKS 
(CLEARANCE sales in practically 


all stores and shoe departments 


shaped the Chicago retail selling 


ee 


picture during the first few weeks 
of July. Most of the sales were 
launched the first of July. with 
retailers preferring to get pre-holi- 
day business rather than wait for 
the traditional after-the-Fourth 
clearance event. 

Since most of the sales were of 
the prewar variety, offering real 
values in regular Summer and late 
Spring shoes, the response was ex- 
cellent. Business, which had been 
exceedingly slow the week before 
the Fourth, took a sudden spurt and 
continued at a steady pace through- 
out the sales period. Departments 
were crowded and in many stores 
customers were waiting for seats. 
As one retailer pointed out, the 
public response to the sales is defi- 
nite evidence of the fact that cus- 
tomers are still price-conscious, 
and that lower prices are a sales 
stimulus. 

A number of $5 clearance items 
was offered throughout the retail 
sources. In the better departments. 
sale prices ran about $7.00 for 
styles formerly $10.95 and $14.95, 
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Marshall Field & Co., Chicago, stressed 
the French look in high heel dress types. 





and from $8.00 to $10.00 for those 
formerly $14.95 and $18.95. Top 
priced lines running from $18.95 
to $29.95 were dropped to $12.00. 
Biggest business was in the $8 to 
$10 range, and play shoes $5 and 
under were pretty well cleared up 
in most quarters. 

The feeling is pretty general that 
the sales helped to clean out stocks 
and left the stores in a much better 
position for Fall. The sales were 
also reported a stimulus to regular 
business. Since not all regular stock 
was offered. retailers found that 


_Many women bought regular Sum- 


mer shoes if they could not be fitted 
from sale merchandise. An unusual 
number of dark shoes for this time 
of the year was bought. 

Early Fall fashion promotions 
are beginning to gain momentum. 
Carson, Pirie, Scott & Co. has been 
devoting the State Street fashion 
windows to satin costume coordina- 
tions. Dresses and suits in black. 
brown, blue, and 
being shown with shoes to match. 
Marshall Field & Company is pro- 
moting the French influence in 
shoes, with “provocative narrow 
toes, graceful Louis heels, 
mized vamps, and extravagant 
sandals.” 

Other Fall promotion plans now 
in process of formation indicate 
emphasis will be placed on closed 
toes, narrow toes, quarter-inch plat- 
forms, and cut-out vamps, with 


grey satin are 


mini- 


ankle straps still very much in the 
picture. Black will be big, but va- 
ried shades of green and brown 
are being tied in with fashion co- 
ordination themes. 


* * * 


BUSINESS IMPROVED 
IN NEW YORK 


BETTER WEATHER, the need for 
shoes for vacation activities and a 
general prevalence of sales have 
resulted in improved business in 
New York shoe departments during 
the past few weeks. The peak of 
business in children’s departments 
was reached in the period immedi- 
ately preceding the departure for 
Summer camps. Stores specializing 
in camp and Boy and Girl Scout 
shoes reported very good business 
in camp moccasins and oxfords and 
the official oxfords for the two or- 
ganizations. Ballet types on hard 
leather soles for girls in their early 
teens were also selling well. 
Women’s departments have done 
a land office business in casual and 
play shoes. “Terrific” is how one 
merchant described his sales in 
casuals. “Anything under $8” was 


selling, he reported. $6.95 was the 








volume price in another store; 
$6.95 to $8.95 the range in another. 
Another very large casual depart- 
ment was “doing all right” with 
shoes retailing at $3 and $4. White 
was the number one color there as 
in other casual departments, al- 
though one store reported that sev- 
eral colors and all types in both 
fabric and leather, on both low 
heels and high wedges, were sell- 
ing. One store, whose volume price 
for casuals has been $6.95, esti- 
mated that 60 to 65 per cent of the 
business in recent weeks had been 
in this type. Price, as well as suit- 
ability for vacation wear, played 
an important part in casual sales. 
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DANIEL GREEN FEATURES 





VELVAFELT 


for Back to School Promotions 


——-__—-—_o-o- 


This Gay Group of 
Exclusive VELVAFELTS Will Make Headlines 


With Your Customers! 
Gof - * 





F. ‘008 - Woe —this moccasin was such 
an outstanding favorite last season, you'll 
want to feature it again this year; in royal 
blue, sand, indian red or black. 





Scamp —a_ high-style winner with its 
appliqued vamp heart and contrasting 
lining; in black with red, red with black, 
royal blue with black and sand with black. 
Bound to be a hit with Teenagers. 


Quill Gti 


VELVAFELTS ARE NATIONALLY ADVERTISED 





IN MADEMOISELLE, CHARM, 


Smnfr —slated for instant success with all 
your customers, young and old, this impu- 
dent boot style comes in indian red, sand, 
royal blue or black Velvafelt. 


Cals Whiskers — cute-as-a-kitten 
with its unusual whiskery bow, this high- | 
front scuff sells on sight; in black with red, | 
red with black, royal blue with black and | 
sand with black. 


COMFY SLIPPERS 


SEVENTEEN AND MCCALL'S | 





Washington Newsreel 
[CONTINUED FROM PAGE 42] 


independent contractors may be ex- 
cluded from the program. It is to be 
noted, however, that this exclusion is 
not absolute. Any group of employees 
still may petition for social security 
coverage if it so desires. 


An indication of the type of pro- 
posed changes which Congress will be 
called upon to enact into law next 
year can be found in the report of the 

. Advisory Council on Social Security 
to the Senate Finance Committee. The 
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council charges in a 68-page report that 
the present program providing for old- 
age and survivor insurance is unduly 
restrictive in its eligibility require- 
ments, provides inadequate coverage, 
and inadequate benefits. 

The council’s report recommends ex- 
tension of coverage to self-employed 
persons, farm workers, household work- 
ers, employees of nonprofit institutions, 
federal employees, railroad employees, 
members of the armed forces, employ- 
ees of state and local governments, em- 
ployees in island possessions, and to 
tips and gratuities received by employ- 
ees. 





Promotion Items for 


Cold Weather Months 


[CONTINUED FROM PAGE 53] 


inclement weather causes the consumer 
to be less shoe-conscious in the ordin- 
ary sense. Sales of cold weather boots 
during these months have proved a 
needed stimulant to volume which other- 
wise would normally tend to ease off 
at this particular period of the year. 

It has also been proven over a period 
of 14 years that retail sales on these 
items commence as early as August, 
particularly for back-to-school promo- 
tions, reaching another high point in 
October at the beginning of the foot- 
ball season. They usually attain their 
peak in the months of January, Febru- 
ary and early March. 

At the present time, these boots are 
obtainable in almost every retail shoe 
store and department store in the 
United States north of the Mason-Dixon 
line, a territory serving a population 
of some 70,000,000 people. 

During the peak of production, Con- 
solidated Footwear Corporation employs 
in its several factories in Northern New 
York state over 1200 people who are 
engaged in the manufacture of its vari- 
ous products, including Stadium, Sun 


| Valley and Lake Placid boots, also cape- 


skin, shearling and fabric house slip- 
pers. Thus an annual payroll of $1,500,- 
000 has been created and Malone and 
its surrounding villages have thrived, 
making the largest individual industry 
in that north central area not far from 
the Canadian border. 

Executives of Consolidated are con- 


| vinced that, as the advantages of cold 


weather boots of this kind become more 
widely known, the demand for them 
will steadily increase, since experience 
has already demonstrated that there is 
a definite place for them in the ward- 
robe of everyone who engages in out- 
door activities in the Fall and Winter 
seasons. 


U.S. Retailers To Address 


Belgian Conference 


DALLAS, TEX.— Stanley Marcus, 
executive vice president of Neiman- 
Marcus Company, famed Texas special- 
ty store in Dallas, has accepted an in- 
vitation extended by the Belgium Gov- 
ernment through the Belgium Minister 
of Commerce to address a group of 
leading officials and business men in 
Brussels, August 20, during a two- 
month tour of Europe. 

Marcus, long considered a spokesman 
of the American retailing industry, a re- 
cipient of the Tobe Award for “distin- 
guished service in retailing,” and author 
of the U. S. Government’s wartime regu- 
lation controlling the manufacture and 
distribution of clothing, sailed on July 
2 with Mrs. Marcus and their three 
children. 

The British Board of Trade will pre- 
sent Marcus in an address before Bri- 
tish Apparel manufacturers at the Dor- 
chester House on July 15 during his 
stay in England. 
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IMPORTANT NOTICE 


FOR Recorder OCTOBER 15TH, 


SHOE FAIR ISSUE ADVERTISERS 
FINAL CLOSING DATE ¢ SEPTEMBER 27 


EARLIER RECEIPT OF COPY WILL HELP MATERIALLY TO SECURE BETTER POSITION 


= event of the Shoe Buying Year is the NATIONAL SHOE FAIR to be 
held in Chicago October 25, 26, 27, 28. Biggest buy of the Shoe Advertising 


THIS ISSUE GUARANTEED Year is Boot and Shoe Recorder’s Shoe Fair Issue published this year October 
15. Besides being a take-along buying guide for retailers attending the fair 
20,000 COPIES icp 7 isabel . 
it is a year-round desk companion for buyers in all branches of the Shoe, 
PLUS SUBSTANTIAL Leather and Allied Fields. The October 15 issue is carefully timed to reach 
buyers in all parts of the country before they leave for the fair. IT MUST 
ADDITIONAL CIRCULATION NOT BE LATE! 
AT THE SHOE FAIR. Accordingly Boot and Shoe Recorder asks, “Please get your reservations 


in promptly and please get an early start on your production so the last 
forms may be closed by September 27.” 


BOOT AND SHOE 


uw RECORDER ape. 


A Chilton @ Publication 
100 EAST 42nd STREET « NEW YORK 17, N. Y. 
Boston « Chicago « St. Louis ¢ Philadelphia « Los Angeles 
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In colors, whites have received 
a very good response in casuals. 
Some style departments, in both 
high and popular price brackets, 
report good business in spectators. 
White linens have continued to sell, 
very well indeed in some high style 
stores. Gold in casual shoes has 
had, generally speaking, a very 
good season. Some stores now re- 
port that it is falling off. One large 
chain considers that it will continue 
to sell, however, as long as the 
vacation season lasts. This same 
chain reports that red and green 
have been “quite good.” about what 
they expected, but that cocoa and 





grey fell below expectations. One 
store advertising a bronze kidskin 
casual sandal to retail at $8.95 re- 
ported immediate good response. A 
3ummer black suede also drew 
good business in another store. 

Sales held during the past few 
weeks have included both light and 
dark shoes. One large women’s de- 
partment in a Fifth Avenue depart- 
ment store reported good activity 
on whites marked down to $6.90 
and $8.90 from $8.90 to $18.95. 
In a shoe store on the, Avenue they 
“did all right” in their sales on 
white, red. green, cocoa. One high 
style department held a very suc- 
cessful, unadvertised sale on all 
kinds of shoes, all marked down to 
$11.95. Their lower price depart- 
ment also reported good results 
from ‘heir sale at $7.95. As a result 
of clearances. many departments 
are prepared to receive the ship- 
ments of Fall shoes now beginning 
to come in. 

One shoe store with a large 
men’s department reported unusu- 
ally good business for Father’s Day 
in both gift certificates and slip- 
pers. The latter were displayed in 
the women’s department to encour- 
age their sale. This store reported 


a big business in men’s moccasin 
types and sports shoes prior to the 
Fourth of July weekend. In general, 
however. men’s departments show 
white shoes moving slowly. Men 
are either buying moccasin types 
on thick crepe rubber soles or 
lighter weight regular town shoes. 


* = = 


CASUALS LEAD IN 

NEW HAVEN STORES 
SHOE BUSINESS in New Haven 
in recent weeks has centered around 
the casual shoe. In women’s shops 
the demand for casuals caused brisk 
business but a paring of dollar vol- 
ume. In men’s stores the lack of 
interest in casuals and sports shoes 
helped to pull dollar volume down 
about 10 per cent. 

Topic of conversation of shoe 
men in both fields was the weather 
—a total of 20 rainy days in June— 
coupled with the casual shoe. Wo- 
men’s buyers were caught with their 
casual inventories down. Their 
memories of last year were still 
sharp, and the upswing in requests 
for casuals, mostly of the sandal 
type, caused many hurried runs to 
resources with pleas for immediate 
shipment of sold-out items. The 
weather and the swing to casuals 
caused most stores to report a drop 
in dollar volume but a climb in 
units—the first reversal of trend in 
over a year. Women’s stores aver- 
aged about 20 per cent down from 
1947—ranging from a “shade off” 










TERRACE STRIPES 
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The popularity of multicolors was dra- 
matized in this ad by J. W. Robinson, 
Los Angeles, offering terrace stripes in 
shoes and bag. 


to as high as 30 per cent, depend- 
ing upon location and the price 
shoe offered. 

Regardless of class of shop, how- 
ever, all owners agree that women 
have been buying dress shoes in 
dark shades, with black suede, 
ankle strap and platforms leading. 
Owners reason that the women are 
struggling around price. For street 
wear they are buying casuals and 
when it comes to selecting dressy 
shoes they are adding shoes which 
they can carry over to Fall and 
Winter use. 

The drop off in dressy shoe sales 
is also reflected in 
shrinkage in income from coordi- 


a noticeable 


nates sold in stores. Handba~ sales 
are off, and other items are re- 
ported far from their 1947 figures. 
* * * 
WHITE CASUALS SELL 
IN MIAMI 
SHOE DEALERS throughout the 
Miami area agree that while white 
is important in casual shoes, it is 


DAWAURADAY 











not making first place in the more 
dressy shoe. This offers a very de- 
cided change in the shoe picture for 
this community. In one store the 
breakdown in sales shows that three 
pairs of white have been sold in the 
casual lines to one in the dress 
shoes. 

In dress shoes the past month has 
shown a marked turning to black. 
This is the shoe used for travel or 
Northern wear and wanted by the 
vacationist or tourist who is return- 
ing home. One merchant broke down 
his sales thus: Black, 50 per cent: 
white, 30 per cent: colors, 20 per 
cent. In colors it is red that has 
top place; in the colored dress or 
casual shoe, red accounts for a full 
930 per cent of sales. 

It is predicted here that for Fall 
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ARE BACK 


Ready for Delivery « Out of Stock ¢ In September 





These famous flexible shank Goodyear welts are produced under 
our formula of QUALITY—COMFORT—ECONOMY—in our 
new and ultra-modern Lazy-Bones factory. Only twelve basic 
styles—a special pattern on each size and width for better fit. 


The prices are right. 


Remember, feet are not born to fit shoes — Lazy-Bones are 
made to fit feet. Write or wire us for salesman. No obligation. 


LAZY-BONES DIVISION 


of 
THE JUVENILE SHOE CORPORATION 
OF AMERICA 


SHELL BUILDING 2 
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RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Manupacturing and Mertels 


New York 


BUSINESS in the sense of the actual making of shoes 
was literally at a standstill during the two weeks’ vaca- 
tion period here. When factories resumed operation 
about the middle of July. they started to work on shoes 
for September and October deliveries. 

Attendance of buyers during the second week of the 
past month. at the time of the Guild Show. was “fair”: 
in the case of the Guild members, about the same as 
a year ago. High style manufacturers in general report 
that retailers are in the market so much more frequent- 
ly. some almost every week, that the time of a particu- 
lar showing does not bring a greater attendance. There 
were buyers in town last week and the preceding weeks 
and there will be more next week and the weeks follow- 
ing. Buying that was being done at the time of this 
show included a certain amount of resizing. especially 
in the case of manufacturers who made early deliveries 
of their first Fall shoes. 

There continues to be a demand for closed shoes. one 
high style authority giving over 50 per cent as the ap- 
proximate proportion of all-closed shoes being ordered. 
One high style manufacturer reports that the “shell” 
type is still number one in popularity in closed patterns. 
The medium Louis heel is showing some activity, he 
added. A double instep strap on a heel of this kind is 
very important with another style house. The more 
slender last continues to hold interest. 

In colors black is still number one with brown next. 
A small percentage is given to green, grey and navy 
in a summing up of color demands among high style 


ie St. Louis 


A SPOT CENSUS of manufacturers here shows that 
prices are expected to hold, due principally to a feel- 
ing that consumer resistance to increases would make 
higher prices out of the question. Even higher produc- 
tion costs, some producers have stated. will not be re- 
flected in wholesale prices because increases would cut 
into demand to such an extent that production would 
have to be curtailed below the break-even point. 

_ Early Fall business. while better than anticipated in 
s#me instances. has been spotty to date, manufacturers 
‘point out, with the result that increases are not in the 
cards. And dealers’ lack of inclination to purchase sev- 


eral months in advance of their needs, as revealed in 
the scarcity of orders for shoes for September and 
October delivery during the first Fall selling trip, is 
mentioned as another instance of retailer caution passed 
on by the consumer, a reason in itself for not increas- 
ing prices. 

In commenting recently on the price outlook Roy 
Sundling, vice-president and sales manager of Brauer 
Brothers, reflected a feeling of many manufacturers here 
when he said, “We certainly don’t want higher prices. 
and we will do everything we can to hold them at 
present levels.” Expressing similar views. J. J. Byrnes. 
vice-president and sales manager of Johansen Brothers. 
said flatly. “I don’t think there will be a general increase. 
Price raises by individual manufacturers would de- 
tract business from those who raised prices and make 
for a greater volume among those who did not raise.” 

One of the best indices of manufacturer thinking on 
the subject of prices came in the recent rejection of the 
A.F.L. Boot and Shoe Workers Union demand for a 
cost of living wage increase based on 3 cents an hour 
for each 5 point increase in the Bureau of Labor Sta- 
tistics consumer price index. This union wage proposal 
would have amounted to a 9 cents an hour increase. 
identical to increases granted International workers 
since last September. 


Chicago 


THE PICTURE in the Chicago shoe market was health- 
ier and brighter in July than it had been for some 
time. Successful clearance sales in all quarters from 
the top style salons down to the lower price levels 
helped clear shelves of most surplus stock. Most re- 
tailers found their stocks in much better condition than 
they have been for some time. 

It was too early at the time of this report for an 
immediate reaction in the form of big orders to fill 
shelves up again. However. in many cases. merchants 
are using the shelf room for early Fall shoes and are 
placing good sized orders for early suedes. Road sales- 
men who found it difficult to command much interest 
in suedes on their first trip out this Spring. either 
booked encouraging orders the second time around or 
received confirmations by mail. There has been enough 
style sampling of customer reaction to indicate that 
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Black #901 

Medium Brown #911 
Town Brown #912 
Red #915 

Dark Grey #924 
Light Grey #916 
Navy Blue #917 
Kelly Green #922 


Dark Green #923 


Colonial Suede Splits are 
made from the very best raw 
stock, in LM, M and PM weights. They are mellow, soft, 
and drape well. We’re particular about colors, too. The black 


is midnight deep, the others are true, clear fashion tones. 


Use Colonial Suede Splits for that higher priced look that 


sells lower priced shoes. Write for color swatches today. 


COLONIAL TANNING COMPANY, INC. - BOSTON 11, MASSACHUSETTS 











Accessory Sales Build Suburban Store's Volume 


covered colored hosiery as a means to 
enhance their ensembles, thus creating 
a demand for a more specific match in 
shoes and handbags.” 

Miss Peterson feels that matching 
fabrics is important, for there is a de- 
cided trend for satin evening shoes and 
shoes fashioned of rich brocaded 
materials. For footwear of this type, 
proper accessorizing is a must. “Since 
vivid colors are being used for Fall, it 
is essential that a woman wear hand- 
bags to match these lovely Fall colors,” 
Miss Peterson says. “Fall will also see 
a lot of alligator, cobra and lizard 
footwear being worn. With these shoes 
it is an absolute necessity to wear a 
matching handbag.” 

Throughout the store and in the ex- 
terior displays as well, coordination is 
emphasized. Footwear, handbags and 
hosiery are well-blended, so that they 
achieve striking balance and harmony. 
Attention is focused upon color coor- 
dination, and displays show how proper 
accessorizing can highlight a woman’s 
costume and add glamour to her appear- 
ance. 

Miss Peterson, who sets up the dis- 
plays herself, believes that the virtues 
of colored hosiery have made practically 
every woman more color-conscious, es- 
pecially with her accessories. “The 
various shades of hosiery act as the 
final touch in accessory beauty,” she 
said, “accentuating the color tones in 
the shoes and handbag and also add- 
ing spice to the complete costume.” 

The store carries fine quality bags as 
well as medium-priced lines, featuring 


[CONTINUED FROM PAGE 52] 


particularly the high style handbag. 
Style lines of the handbag are always 
pointed out to the customer, and the 
saleswoman shows her how the hand- 
bag looks with the shoes she has just 
purchased. Sedate handbag fashions 
are stressed for matrons and house- 
wives, while young girls are shown the 
more high style types. 

Miss Peterson and her staff watch 
earefully for a customer’s reaction to 
a handbag. Often the patron will resent 
a pointed method of counselling, so the 
saleswoman is quick to use a subtle and 
indirect manner. Usually, the alert 
saleswoman will make a personal ob- 
servation of the patron’s mode of dress- 
ing, whether she is a housewife, busi- 
ness girl, matron, college girl or teen- 
ager, and then bring out what she con- 
siders the right kind of handbag for 
the woman’s personality and what co- 
ordinates best with her shoes. 

“We show the patron the smartest 
handbag we have which will complement 
her individual tastes and yet match the 
shoes perfectly in color as well as in 
style. Naturally, this requires a certain 
amount of perception and an innate 
style sense, for while many women have 
their own definite ideas in handbags, 
others prefer the counselling and help 
of the saleswoman,” Miss Peterson 
said. 

This expert and skillful interpreta- 
tion of the wearer’s personality for 
accessories has resulted in high come- 
back patronage. Another chief con- 
tributing factor to the large come-back- 
volume of the store is that only well- 


known and advertised brands of foot- 
wear and handbags are featured. And 
people like the friendly atmosphere and 
the courteous and tactful service they 
are offered. 

The ever-alert salesmen, too, are re- 
sponsible for building the store’s ac- 
cessory volume to a high peak. They 
never forget to emphasize, while sell- 
ing a pair of shoes, the fact that hand- 
bag and hosiery coordination plays a 
vital part in making a woman look and 
feel smart. 

Most customers are grateful for this 
counselling on the salesman’s part, and 
usually after he has completed the sale 
of the shoes, he introduces them to 
Miss Peterson or to one of the sales- 
women. Salesmen, of course, receive 
P.M.’s to compensate for their efforts, 
which is an incentive for them to sug- 
gest handbags to the patrons. 

At the accessory bar the customer 
is shown a handbag to match her shoes, 
with the saleswoman using the hand- 
bag, shoes, and hosiery to illustrate 
how well-blended and harmonious they 
look together. She points out the qual- 
ity, style, and workmanship of the bag. 

“Most of our patrons will buy both 
the handbag and a matching shade of 
hosiery,” said Tom Downey, manager. 
“They particularly like the bright or 
muted new shades of hosiery. As for 
coordination today, it is surprising to 
me that our patrons often refuse to 
buy shoes unless they can purchase a 
matching handbag, most of them con- 
sidering it a necessary part of their out- 
fits.” 





Concentrate Your Purchases 
[CONTINUED FROM PAGE 60] 


nothing so important to him as your 
success. So he will work to the best 
of his ability te help you choose the 
styles that are best for you. He will 
tell you what numbers might be stick- 
ers, whereas the once in a while sales- 
man will be only too glad to shove his 
old bats onto your shelves. 

“And last but not least, the company 
that supplies you with your shoes will 
have the same brotherly interest in 
your welfare. It will do everything in 
its power to help you succeed. And be- 
lieve me, brother, sometimes it’s good 
to have a big company behind you.” He 
put down his papers. 

“You’ve certainly struck the point 
home,” Joseph said. 

“Good. Not only with you but with 
me. I’ve known all these things. I’ve 
known that I was buying from too many 
houses. But it was always somewhere 
in the back of my head. Now it’s in the 
front of my head and I see how impor- 
tant it is. And believe you me, I’m go- 
ing to do something about it. I’m going 
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to start cutting away at the con- 
cerns I don’t need. I can’t do it all at 
once. Something like this has to be ap- 
proached gradually. First I have to 
make a list of what companies are es- 
sential to me and what companies are 
not. It will be hard at first to cut down 
on the lines I want to get rid of. I 
mean, some of those salesmen are old 
friends of mine. But after making out 
this list of reasons, believe me, I see 
the light and I’m going to run my busi- 
ness the right way. It’s more important 
that I succeed in business than that I 
buy just as a favor to friends of mine.” 
He stared off into space. “I think they'll 
understand when I explain it to them.” 

“After this lecture you’ll never catch 
me buying shoes just to make a sales- 
man happy,” Joseph said. 

“Good. We have accomplished some- 
thing. I think these talks are doing me 
as much good as they are you, Joseph. 
I know all this that I am talking about, 
but as I said, it was in the back of my 
head. It doesn’t hurt a man to take out 
what he knows once in a while and 
dust it off and look it over. He might 
learn something from himself.” He look- 
ed at the papers. “From now on I will 


write down in advance what we will dis- 
cuss. In that way not only will I be able 
to discuss the matter more logically but 
I will also impress upon myself all these 
things that I have to remember as much 
as you have to learn them.” 

“For my money you know the busi- 
ness from the ground up,” Joseph said. 

“Thank you,” said Mr. Hultz. He 
looked off dreamily. “Who knows, per- 
haps I’ll even write a book.” He looked 
back to Joseph. “That’s enough for one 
day. Let’s shift stock. There’s a few 
holes in the men’s section.” 


New Shoe Store Opened 


DETROIT—A new shoe store in 
Detroit is being opened by Charies and 
Jeanette Bosonetto, under the name of 
the C-Jay Footwear, at 15210 West 
Seven Mile Road. The store is designed 
to cater to the entire family trade. 

Mr. Bosonetto was formerly with the 
Diem Shoe Store on West Grand River 
Avenue in Detroit and with the Douglas 
Shoe Store in the island suburb of 
Highland Park. 
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@ Back of every Fortune is a success story. In the very first chapter of the story 
every Fortune starts out by being made right, styled right. Proceeding to the next chapter, you find that 
Fortunes are given a powerful build up for success every season. Millions of style wise American men 
read about Fortune top-styling and see the actual Fortune top styles pictured in full page, full color 
ads in Collier’s and Pic— 14 such ads in these magazines this year. But Fortunes really hit the 

jackpot when Fortune dealers turn on the glamor in their windows and in their stores with Fortune displays 
signs, window cards, newspaper ads, etc. ‘like those shown above), tying in local promotions 
with national advertising. Make the Fortune success story your own success story For complete 


information write today. 
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Shoes in the News 








| Shooting for More Sales? 
, , — stock 
“ities lr'tkesoune lis Heraeus ron nctaties §=BASS OUTDOOR FOOTWEAR 


of Weber Shoe Co., St. Louis. Left: Red print on pale blue 
satin, with red elastic sling strap. Right: Pale pink satin with 





Quality counts with experienced sportsmen. That’s why so 


shearling collar. Playful Nods. many men insist on BASS when they buy outdoor footwear. 
* * * That famous BASS name means greater sales and faster 
JHE INCREASING popularity of soft, dressmaker- Nee eee Se ner 


type clothing has led to the development of equally | “The Best Possible Shoe for its Purpose” 


soft-looking. eye-catching shoes which flatter the foot 
and impart a feminine dressy look. One manufacturer 


High-riding three-strap mead- 
el, the “Sally,” selected by | 
Geo. E. Keith Co., to be the 
first subject of a packaged 
promotion. 





type, combining the open and closed look, riding high 
on the instep, and suitable for daylong wear. Promo- 
tion includes kit for dealers containing reprints of 
national advertising, mats of special newspaper ads, 


window display suggestions, radio scripts, publicity 


i 

| 

aT 

has gone all-out in his promotion of a shoe of this | 
| 

| 


stories. a * 


JHE IDEA of rugged looking shoes for casual country 


and campus wear seems to be really seizing the popular FEATURE THESE 


BASS QUAIL HUNTERS 
BASS SKI BOOTS 
Kilti ti i: con BASS SPORTOCASINS 
‘ tongue tie wi w 
shales camseraeiiek of BASS WEEJUNS 
cushion-y cork covered with 
neoprene, new synthetic 
crepe by Du Pont. Available 
in sueded leather in a va- 
riety of colors with soles 
matched or contrasted with 
the uppers. ‘‘Country 

Cousin” by Joyce. 


G. H. BASS & Co. 


Dept. Bs.g 





imagination. For wear with country plaids and tweed 
mixtures this Fall nothing could be more style-right 
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from your display costs 


eeeBY INSTALLING Apfea-Chom Transparent Shades—as more 
than 100,000 profit-minded merchants have already done! 

These remarkable shades let you display expensive merchandise 
and fixtures SAFELY—let you say goodbye to “discount sales” or 
complete losses. At the same time, -Gem Transparent Shades 
keep your window displays attractively visible a day and every day. 
(No need for awnings, blinds, canvas strips, and such.) What's more, 
they are easily operated from inside your store—long lasting— 
economical. , 

See aiJ the money-saving facts. Test free samples of Ayfra-Gham . 
Prove to yourself how this amazing “‘miracle material’ can stop 
needless sun damage losses. Mail the coupon or write today. 

—_ 


] [RANSPARENT SHADE CO. 


LOS ANGELES, CALIFORNIA 





Exclusive Monufacturers of . 
TRADE MARK 


MAIL FOR FREE SAMPLES AND DETAILS 


TRANSPARENT SHADE COMPANY TS-218 (412) 
P. 0. Bex 2335, Dept. 5-H, Terminal Annex, Los Angeles 54, Calif. 





Yes, mail me full information plus test 
samples of infra-Chem material. | want 
to see for myself how Infra-Chem Trans- 
parent Shades can cut sun damage from 
my display costs, and give me new 
profits. 


name position 





store name 





street city state 


eor----oeenee 
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Please All the Family 


At Your Accessory Counters 
[CONTINUED FROM PAGE 51] 


could be the sleeve garter to be mono- 
grammed with her initials or school 
name. Show glove teams for the young 
married crowd. 

Teen-agers like conversation pieces 
such as dual purpose shoulder strap 
bags to match calf or suede shoes. Bags 
which combine notebooks, pads, pencils, 
with separate compartments for per- 


4 








Fitall Tree made of kilin-dried maple 
with maple finish, with split forepart fea- 
ture making the tree conform to the width 
of the shoe and with adjustable handle 
feature providing for considerable ad- 
justment in length. Made by C. S. Pierce 
Co. 


sonal items, are available in a variety 
of types, colors and materials at prices 
which make them ideal. Corduroy bag 
and belt sets to team with corduroy 
shoes, plaid bags and belts to match 
skirts and dresses, make lovely gifts. 
Coordinated items such as fitted wal- 
lets, gloves, scarfs, add to your window 
displays, attract added sales. 

For men and boys, a wide variety of 
items in coordinated leathers and colors 
is on the market. Take the cordovan 
shoe, and team it with a matching glove 
color, add colorful hosiery and a cor- 
dovan belt for a complete gift unit. 
Wallets, billfolds, keycases, key chains, 
tie clips, shoe trees, fitted shoe polish- 
ing kits are all useful and attractive 
gift items. For boys who like to say, 
“See what I got?”, offer the combina- 
tion tie and pencil clip, wallet like 
Dad’s, or any of a wide group of leather 
items. For the “hard-to-fit” or “hard- 
to-please”, suggest gift certificates. 


Resigns as Allied Buyer 

J. M. Wilck, who for three years was 
buyer of men’s, women’s and children’s 
shoes for the Allied Purchasing Cor- 
poration, has resigned his position with 
that organization. Prior to this con- 
nection he was men’s shoe buyer for 
the Bond clothing stores and before that 
he was connected with the merchandis- 
ing office of A. S. Beck Shoe Corpora- 
tion. 


Goodman Transfers 


To Hearn’s 

NEW YORK — Irving Goodman 
(“Goodie”) has resigned from the Cor- 
tell Shoe Company and is going to asso- 
ciate himself with Stanley Weiss in 
operating the shoe departments in the 
Hearn department stores, this city. 
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Christmas Wrappings | 
Can Add to Sales| 


A FEW WEEKS before last Christ- 
mas, a Chicago businessman called a 
New York specialty shop long distance 
to order a pair of satin mules. The 
slippers he wanted were a well-adver- 
tised brand that could be purchased in 





This attractive slipper package by Den- 
nison’s is the kind that helps to sell mer- 
chandise. Figured paper with red and 
green predominating is tied in red ribbon 
with a green edge, called Facil-Fab. This 
new laminated ribbon is a BeauTye pro- 


cuct manufactured by Freydberg Bros.- | 


Strauss. 


any large Chicago store. Why, then, 
did he call New York? And why did 
he single out that one particular New 
York shop? 

The answer is simple: he called be- 
cause he wanted the gift enclosed in 
the individual wrappings he knew the 
shop used each Christmas. 

This is an extreme example, but it 
has a moral: distinctive wrappings. 
which come into their full flower at 
Christmas time, provide much more than 
a mere cover for a gift package. They 
are, above all, an excellent source of 
personalized advertising and good will. 

The first step in choosing Christmas 
wrappings is deciding your color 
scheme. Usually, of course, the paper is 
one color and the ribbon another. Red 
and green are the tried-and-true Christ- 
mas colors, with royal blue, white and 
the metallic shades following closely 
behind. 

The dealer who sells you your every- 
day wrappings can doubtless show you 
a dazzling array of special Christmas 
papers. Some of the most attractive 
are those which are as shiny as patent 
leather. At the opposite end of the 
budget scale is plain white wrapping 
tissue, which makes a neat, colorful 
vackage when combined with a gay 
cibbon. In between these two extremes 
are figured papers, plain papers of 
unusual color, metallic papers. 

No matter what kind of paper you 
select, the effective use of ribbon can 
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PRIMA 
BALLERINA 
{hard sole) 
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PRIMA 


BALLERINA 
(hard sole) 












PRIMA, Hime... 705 Ann St., Columbus 6, Ohio 


. 122—Smooth colt leather in black, white, red or green, $3.00 

No. 123—Soft suede in black, red, green or brown, $3.00 

4 | No. 120—New pinwale corduroy for Fall, in brown, red, green, 

8 beige, wine and grey, $2.85; also in black Faille, black 
Moire and black velvet, $2.85 

No. 121—Sleek satin in pink, black or dyeable white, $2.85 

No. 124—Distinctive metallic fabric in gold or silver, $3.00 

No. 125—Genuine 24-karat gold kid, $5.40; silver kid, $4.80 


PRIMA No. 132—Smooth colt leather in black, white, red or green, $3.45 
DOLLERINA | No. 133—Soft suede in black, red, green or brown, $3.45 
(hard sole) | No. 13]—Sleek satin in black or dyeable white, $3.00 
No. 134—Distinctive metallic fabric in gold or silver, $3.45 
No. 135—Genuine 24-karat gold kid, $6.00; silver kid, $5.40 


No. 142—Smooth colt leather in black, white, red or green, $3.60 
No. 143—Soft suede in black, red, green or brown, $3.60 

No. 141—Sleek satin in black or dyeable white, $3.30 

No. 144—Distinctive metallic fabric in gold or silver, $3.60 
sunG-Back | No. 145—Genuine 24-karat gold kid, $6.60; silver kid, $6.00 


No. 162—Smooth colt leather in black, white, red or green, $3.00 
No. 163—Soft suede in black, red, green or brown, $3.00 


All styles full barefoot Faille lined, with 
drawstring for better fit and appearance. Sizes 
5/10 in AA and 3/10 in B. There is a service charge 
of 10¢ per pair on all orders for less than 12 pairs 

of a style. Terms—net 30 days. 





































One-strap style 


Two-strap style (not illustrated) 


HANDMADE + HAND-LASTED 





make your packages eye-compelling. 
There are many types to choose from. 
One of the most complete and varied 
lines, marketed under the name of 
BeauTye, includes a brand-new lamin- 
ated ribbon with a satin finish. Other 
types are cellophane ribbons, rayon 
ribbons, plastic ribbons, plain or figured, 
in both wide and narrow widths. 

It is easy to plan the approximate 
amount of paper and ribbon you will 
need. ‘First, check your 1947 volume. 
Then measure how much material you 
will need to wrap the various sizes of 
shoe boxes in your stock. With these 
simple figures, you will know exactly 
how much to order to carry you through 
the season. 


After your order has been decided 
upon, try to arrange to have the wrap- 
pings delivered to you as soon as pos- 
sible. By obtaining them in advance of 
the Christmas rush, you can utilize 
your clerks’ spare time to have paper 
and ribbon cut to proper lengths for 
instant use with a minimum of trouble. 
If you decide to use a puff bow as an 
extra decoration, these, too, can be 
tied in advance, ready to attach to your 
packages in a moment. 

Advance planning should also include 
the setting aside of a small space where 
packaging will be done. Supplies should 
be well-organized, vlainly marked and 
placed within easy reach. This will re- 
sult in a real saving of time and temper. 
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to school - with 


CAVALIER 


Boot Creme 
and 
Leather Renew 


With every promotion of grammar 
school and college footwear, promote 
the polish that will keep those shoes 
a credit to the person who will wear 
them, and the store that sold them — 
promote CAVALIFR BOOT CREME 
and LEATHER RENEW. 


Ready for you now in a full range of 
colors at your favorite wholesalers 
from coast to coast. 


CAVALIER COMPANY 


Baltimore 30, Md. 
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Review of the 
Retail Trade 


[CONTINUED FROM PACE 66] 


the closed-up look is important. 
Open shanks, but closed heel and 
toe are expected to be in demand. 


While high platforms are still in 
demand, there has been a falling- 
off in their popularity. The decline 
in demand for this type is placed on 
the new long skirt, which, shoe men 


say, looks better when worn with a 
flat or very, very low platform. 





High heels are popular with cer- 
tain types of customers. Decorated 
heels, while offered in some of the 








PROMOTION 
CALENDAR 


H ere is a round-up of promo- 
tion schedules, a guide for 
advance planning of a full year’s 
promotion events. Contained in 
one package, this series of pro- 
motion highlights gives you a 
listing of: 

Key departments for each month’s 

promotion. 

Big calendar holidays. 

Promotional weeks (including 

name of sponsoring organization). 

Advance merchandising ideas di- 

rect from the market. 

Selected catch lines appropriate 

for advertising and display head- 

es. 





Every retail promotional exec- 
utive and every advertising 
agency will find this calendar 
tremendously useful! 


Price $1.00 


Department Store Economist 
100 East 42nd St., New York 17 














more exclusive salons, are not ex- 
pected to get into the popular price 
bracket. 


Women are building up substan- 
tial shoe wardrobes once more. Carl 
Alexander, manager of the shoe de- 





partment at Hartley’s, feels that 
whether a customer buys one pair 
or a dozen is in no small degree de- 
pendent on the efforts of the sales- 
man. His force is well organized at 
this time and each member makes 
many multiple sales. 


The number of clearance sales 
in men’s footwear has been marked 
in the last month. Practically all 
stores handling such shoes have 
been trying to clean up and make 
way for new stock. 
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Sear ii 
Hand-sewn GALETTES . . . your customers love ‘em . . . consistent 
sellers. Galettes have long-wearing Panolene soles . . . leather 
heels . . . elk uppers and hand stitching. You'll sel] all the Galettes 
you can get. Buckle Loafer stock numbers: 201, brown. 203, red. 
205, black. 205, green. Regular loafer, 301, brown. Widths, S 5 to 
10; M 3 to 10. New low price, $3.85. Buckle loafer, as above, with 
leather soles . . . $4.25. 601, brown. 603, red. Immediate delivery. 


GALES INC 112 SOUTH MAIN ST. 








@ ROCKFORD, ILL. 


WINDOWS THAT SELL SHOES! 


Sparkling-clear, Plexiglas shoe display sets 
produce more «ales. 


Set illustrated 25 pieces complete 
Satisfaction Guaranteed 
Order by number Set K-12 





Write for catalog “MODERN DESIGN ON DISPLAY” 
Representatives in Principal Cities 


ROGER KENT COMPANY 
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Shoes in the News 
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than a buckle monk, ghillie or kiltie tongue on a low 
heel or wedge with a sturdy sole, rubber, rubber- 
covered or welt construction. ; 


46 PLATFORMS on varied heights as strong as ever.” 


oF a = 


This seems to be the current thinking on these soles. 





Two new features distinguish 
this shoe from Thos. Cort. 
A “vanishing platform” that 
thins down to a regular sole 
where added thickness is un- 
necessary and an ankle strap 
that can be slipped off and 
replaced by one of another 
color or leather. 














No longer regarded as chiefly a style feature, these soles 
have become a staple part of many shoes. The comfort 
and sole-protection they give is sufficient reason. Even 
the platform sole can be developed in new ways, how- 
ever. 
* * & 

THE SHOE, the bag, the belt and, of course, the glove 
—these have become the powerful team in coordinated 
accessories. This coordination is being worked out in 
many different ways; first in type and silhouette, color 
and material; after that in detailing and ornament. The 
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smartest designers are careful not to overdo the last 
two. They know that too much repetition of detailing 





This softly tailored shoe, 
bag and belt are smartly co- 
ordinated in type, silhouette, 
material, color and scroll or- 
nament. Each could easily 
be sold and worn as a sep- 
arate unit. 














spoils the design of any shoe or accessory making it 
harder to sell either as part of a coordinated group 


or a single unit. 
~ K ~ 


Wanamaker Names New Buyer 
Wanamaker Names New Buyer 


PHILADELPHIA—James J. O’Hara, formerly buyer of 
children’s and women’s shoes at Geuting’s for 22 years, 
has been named buyer of children’s and misses’ shoes 
for upstairs and downstairs stores of John Wanamaker, 
Philadelphia and New York. He has already assumed his 
duties. 
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@ BLUE SUEDE OXFORD 
with Blve Lizard Plug and 
X-LACED OXFORD 
infant's, Child's & Misses" 
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Brown Elk 
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WEARWELL SHOE COMPANY 
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RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


More Retailers Found to Be Open To Buy 


Orders Placed at Guild Fall Openings Were More Substantial Than 
at Any Previous Period This Season 


New YorkK.—Most shoe prices re- 
mained firm at April levels at the 
main Fall Openings of the Guild of 
Better Shoe Manufacturers held the 
week of July 12 in the showrooms of 
the Guild members. There was a good 
attendance, although many buyers pur- 
chased their main Fall high-grade foot- 
wear requirements from the Better 
Shoe Guild manufacturers during 
recent buying trips to the New York 
market. Since the Guild’s short-term 
buying and delivery program was 
started, this has made possible the 
introduction of new shoes monthly 
instead of seasonally, a matter of 
major consideration to retailers. 

“The new merchandising schedule 
of buying footwear close to the time 
of retail selling requires buyers to 
come to the New York market often, 
said L. Sachar, Guild president.” This 
short-term buying plan has resulted 
in increased retail activity and a 
healthy inventory condition which has 
been helped by recent clearances. 

“The retailers were in a good open- 
to-buy position and bought more sub- 
stantially than they did during the 
last opening.” 

“Orders already booked for late 
Fall delivery and buyer appointments 
scheduled for this week reveal many 
stores are strengthening their lines 
with additional new styles and with a 
greater quantity of better shoes than 
were in many shoe stocks earlier in 
the season,” said B. D. Schwartz. 

The featured five groups of shoes 
selected for September and October 


. delivery were (1) daytime and after- 


noon shoes, (2) after-dark modes for 
cocktail, dinner and evening, (3) re- 
sizing of approved early Fall footwear, 
(4) shoes for planned promotions of 
footwear coordinated with apparel, and 
(5) first buy of boudoirs for holiday 
selling. At this opening collections 
were carefully edited, with a decided 
effort by each Guild manufacturer to 
present a rounded line of shoes con- 
taining all new style developments of 
importance in order to simplify buying 
for the retailers. 

Shoes with a natural look of sim- 
plicity,, simness and elégance domin- 
ated the collections. Craftsmanship de- 
tailing expected of high grade shoes 
made in New York was emphasized in 
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all lines. Fashion emphasis was given 
closed shoes although footwear with 
open toes, newly styled, accounts for 
over 50 per cent of the business being 
booked. Some retailers who were pre- 
viously dubious about the consumer 
acceptance of closed toe shoes are 
now convinced a fair percentage of 
closed toe models will sell if adequate- 
ly stocked, it was noted by A. F. 
Elliott, a vice-president of the Guild. 

The pump led the list of accepted 
patterns with the pump favoring vamp 
details more important than the opera. 
Spat-type shoes and footwear with 
buttons that require button hooks were 
featured styles as are straps in in- 
step to ankle versions. High riding and 
bootie types were stressed as were 
ties, introduced in the fashion shoe 
field after an absence of many years. 
Many new sandal types were well ac- 
cepted. There were some Colonial 
buckle modes. 

“Shoes are strongly influenced by 
apparel this season,” said Irving E. 
Grossmann, of I. Miller & Sons, Ine. 
“The narrow line of clothes points 
towards the foot this season and the 
new closed slender-looking shoe looms 
up as a most important fashion 
factor.” The back interest of apparel 
is subtly expressed in footwear fea- 
tured at many houses. 

Curved cr Louis-type heels that are 
not exaggerated and lasts with modi- 
fied slim toes are important fashion 
notes that have strong acceptance in 
all lines. There is a dressy shoe group 
with medium heels in most collections. 
Platforms continue on many shoes, 
with the 4% and 14-inch heights fa- 
vored for daytime, while the %-inch 
still prevails on the dressy shoe. A. 
H. Bogutz, president of Newton Elkin 
Shoe Co., reports “shoes with plat- 
forms up to %-inch account for 55 
per cent of our business.” 


A new theme on many shoes for 
cocktail, dinner and evening was the 
jewel or metallic touch discreetly ap- 
plied as a trim or as a piping. It was 
chiefly expressed by bead or jewel 
trims. This mood was carried out by 
metalized leathers which are new- 
comers this season. Bronze kid had 
an excellent acceptance. Velvet, satin, 
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Calf Leathers Advance, 
Following Rawstock 


Cuicaco.—Leather markets are fir- 
mer, and there are no outward signs 
of weakness in the price structure of 
leathers. On the contrary, some price 
advances have been made, particularly 
in calf leathers and kip side leathers. 
Increased calfskin costs undoubtedly 
had much to do with tanners pushing 
up their calf leather quotations, which 
are from 3 to 7¢ more than they were 
a month ago. The greatest increases 
were in men’s weight calf leathers, but 
still women’s weight calf leather is 
higher. Most selections of kip sides are 
from 2 to 3¢ more than they were a 
month ago. 

The steadiest of all the leather mar- 
kets is sole leather and offal. In most 
cases, prices are unchanged from those 
in late June, but these have shown firm- 
ing tendencies. 

Most all types of splits are in good 
demand and quotations on several types 
are up from the prices of splits on 
July 10. Retanned sole splits now bring 
2¢ more and glove splits are 1¢ higher. 

Most of the other markets are steady 
or firm. What is going to happen to 
cut sole prices is hard to say. Tanners 
anticipated marking them up, but raw- 
stock prices eased off and cut sole quo- 
tations stayed put. Leading cutters in- 
formed the BooT AND SHOE RECORDER 
that business in cut soles has been better 
than in most other leathers. In a few 
instances, cut sole houses are pretty 
well sold up. 


Kid leather business isn’t too bad, a 


thing that can’t be said about most 
other leathers. Even at that, it could 
be better. Prices of kid leathers are 
firm. There has been no change in the 
Midwest for a few weeks past, follow- 
ing a moderate increase to conform 
with the general upswing in the leather 
markets. 


% 
Baltimore Store Names 
New Shoe Buyer 


BALTIMORE, MD.—Morton Fuerst 
has been appointed buyer of women’s, 
children’s and men’s shoes at the May 
Co., in Baltimore. He comes here from 
William F. Gable & Co., of Altoona, Pa., 
where he was buyer in the same capa- 
city. 

Prior to his Pennsylvania post he was 
with M. O’Neill & Co., of Akron, Ohio, 
and, before-that, with the May Co., in 
Cleveland, Ohio. 


79 


. 
‘ 
‘ 

' 
; 





May Footwear Output Down 14 Per Cent 


WASHINGTON, D. C. — Shoe and 
slipper output totaled 34 million pairs 
in May, according to the Bureau of the 
Census, Department of Commerce. Pro- 
duction was 14 per cent less than the 
April output of 39 million pairs, and 7 
per cent less than the 36 million pairs 
produced in May 1947. 

May shipments of 33 million pairs of 
shoes and slippers were valued at $120 
million, an average price per pair 
shipped of $3.60, the lowest since No- 
vember 1946 when the average price 
per pair shipped was $3.53. In April, 
shipments of 39 million pairs were 
valued at $147 million, an average of 
$3.78 per pair shipped. 

Women’s shoes, sandals, and play 


shoes, approximating 50 per cent of the 
May output of these types of footwear, 
showed a production decline of 15 per 
cent in comparison with the April out- 
put. Production in May was 14 million 
pairs and in April, 17 million pairs. 
Shoes, sandals, and play shoes pro- 
duced in May for men amounted to 8 
million pairs, 16 per cent less than the 
April output of 9 million pairs. 

Slippers for housewear produced in 
May amounted to 2.7 million pairs, 3 
per cent over the April output of 2.6 
million pairs. 

Comparative production figures for 
May and April 1948 and May 1947, and 
the per cent of change are shown in the 
accompanying summary: 





Percent of change 
































Production May 1948 

thousand pairs ese : 
Kind of Footwear ‘ sare compared _with— 
May 1948 April 1948 May April May 
(preliminary) (revised) 1947 1948 1947 
Shoes and slippers, total........... 33,980 39,412 36,404 —13.8 — 6.7 
Shoes, sandals, and play shoes....... 30,881 36,296 33,638 14.9 — 8.2 
Men’s. 7,790 9,273 9,078 —16.0 —14.2 
Youths’ and boys’ 1,252 1,254 1,373 — 0.2 — 8.8 
Women s. 14,296 16,871 16,279 —15.3 —12.2 
Misses’ 2,227 2,635 2,186 —15.5 1.9 
Children’s. 2,313 2,750 2,203 —15.9 5.0 
Infants’ 1,888 2,204 1,604 —14.3 17.7 
J bies’ 1,115 1,309 915 —14.8 21.9 
Slippers for housewear....................- 2,671 2,592 2,257 3.0 18.3 
Athletic. 262 337 365 —22.3 —28.2 
i EEE 166 187 144 —11.2 15.3 

Minus sign (—) denotes decrease 




















Blacks Sell Well at 
Baltimore Shoe Fair 


BALTIMORE — Cautious buying 
marked the first showing of new Fall 
lines at the Baltimore Shoe Fair held 
at the Lord Baltimore Hotel from July 
18 through July 21. Blacks were reported 
to be popular with buyers, especially 
those with gold trim. Ballerinas were 
said to be moving well by some jobbers, 
and slacking off by others. 

More than 85 manufacturers and 
wholesalers were represented at the 
Fair which was sponsored by the Balti- 
more Shoe Club and the Baltimore 
Chamber of Commerce. In his greet- 
ing to buyers in the Fair Directory, 
Nathan Schenthal, president of the 
club defined the reason for the Fair by 
quoting the original aims of the club’s 
founders: “To promote better under- 
standing, closer cooperation and mutual 
assistance in general problems of the 
shoe trade.” 

A cross-section of opinion revealed 
that retailers were buying a little of 
everything rather than a great deal of 
any particular style. Open toes and 
heels continue to be popular. And casu- 
als are still in demand. Large inven- 
tories, however, were blamed for slow 
buying. 

This was the first time the Baltimore 
Shoe Club had sponsored this fair. 
Prior to this showing, for a period cf 
15 to 20 years, the fairs have been 
sponsored by the Baltimore Chamber of 
Commerce. 

The fair was under the management 
of Eugene A. Richardson Associates. 


Named Manager of 
St. Louis Store 


ST. LOUIS — Mrs. Al Wiskochil, 
owner of the Cantilever Shoe Shop here, 
has announced the appointment of E. 
C. Wellenkamp as manager. 

Mr. Wellenkamp previously was man- 
ager of the Dr. Scholl store in down- 
town St. Louis and prior to that was 
educational director of Dr. Scholl’s Or- 
thopedic School in Chicago. A native 
St. Louisan, he has been associated with 
the shoe business for many years, in- 
cluding service with the Nisley Shoe 
Store here and as a cutter with Inter- 
national Shoe Co., as a youth. 

Mr. Wellenkamp formerly attended 
St. Louis University. 





Company Formed to Open 
Shoe Departments 

CHICAGO—Maurice L. Bernstein 
announces that he and John E. Leven 
have formed a partnership doing busi- 
ness as Leon’s Shoe Company with 
headquarters at 4848 Irving Park Road, 
this city. The new company plans to 
open shoe departments in department 
stores in Chicago and vicinity. Both 
partners formerly were field repre- 
sentatives for the Scholl Manufacturing 
Company. 





Store in Larger Quarters 

PROVIDENCE, R. I.—Kotlen’s Shoe 
Store has opened in a new and larger 
store at 684 Westminster St., Provi- 
dence, R. I., featuring a complete line 
of shoes for the whole family. 








Dates to Remember 


Shoe Show, Shoe Travelers Association 
of Chicago, Morrison Hotel, Chicago, 
Ul. August 30, 31, September |, 

Monthly Shoe Show, Michigan Shoe 
Travelers Club, Hotel Statler, Detroit, 
Mich. September 12, 13, 14, 


Semi-Annual Allied Shoe Products and 
Style Exhibit, Hotel Belmont Plaza, 
New York City. Sept. 12, 13, 14, 15, 


Official Opening of Leathers for Spring, 
Tanners’ Council of America, Wal- 
dorf-Astoria Hotel, New York. 

September 14, 15, 


Testimonial Dinner in honor of John 
Slater, Grand Ballroom, Commodore 
Hotel, New York. September 14, 


Ak-Sar-Ben Mac, Inc., Paxton Hotel, 
Omaha, Neb. October 9, 10, 11, 12, 


Shoe Manufacturers Spring Opening, 
under auspices of Eugene A. Richard- 
son, Hotel New Yorker, New York. 

October 18, 19, 20, 21, 
38th Annual Convention, National Shoe 
Travelers’ Association, Morrison Hotel, 
Chicago October 21 and 22, 

National Shoe Fair, Chicago, Ill. 

October 25, 26, 27, 28, 


Shoe Show, Northwestern National Shoe 
Travelers Association, St. Paul Hotel, 
St. Paul, Minn. Oct. 30 - Nov. 2, 


Annual Shoe Fair, Michigan Shoe Travel- 
ers Club, Hotel Statler, Detroit, Mich. 
October 3!, Nov. I, 2, 3, 


Spring Shoe Show, Pennsylvania Shoe 
Travelers Association, William Penn 
Hotel, Pittsburgh, Pa. 

November 6, 7, 8, 9, 


Advance Spring Showing, Southeastern 
Shoe Travelers, Inc., Sheraton Bon Air 
Hotel, Augusta, Ga. Nov. 7, 8, 9, 10, 


Spring Buying Show, Middle Atlantic 
Shoe Travelers Association, Benjamin 
Franklin Hotel, Philadelphia, Pa. 

November 13, 14, 15, 16, 17, 


Shoe Show, Tri-State Shoe Travelers As- 
sociation, Hotel Statler, Bu‘talo, N.Y. 
November 14 and 15, 


Spring Shoe Show, Central States Shoe 
Travelers Association, Hotel Muehle- 
bach and Aladdin Hotel, Kansas City, 
Mo. November 14, 15, 16, 


Spring Shoe Fair, Michigan Shoe Travel- 
ers Club, Hotels Pantlind and Morton, 
Grand Rapids, Mich. 

November 14, 15, 16, 17, 


Semi-Annual Shoe Fair, Ohio Shoe Trav- 
elers Club, Deshler-Wallick Hotel and 
Neil House, Columbus, O. 

November 14, 15, 16, 17, 


Annual Meeting, Tanners’ Council of 
America, Palmer House, Chicago. 
November 18 and 19, 


Shoe Show, West Coast Shoe Travelers 
Association, Haas Building, Hotels Bilt- 
more and Lankershim, Los Angeles, 


Cal. November 20, 21, 22, 23, 


Spring Style Show, Southwestern Shoe 
Travelers Association, Adolphus, Bak- 
er and Southland Hotels, Dallas, Tex. 

Nov. 22, 23, 24, 25, 


Popular Price Shoe Show, National Asso- 
ciation of Shoe Chain Stores and New 
England Shoe and Leather Association, 
Hotel Commodore, New York. 

November 28-December 2, 
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NEW FALL WINDOW CARDS 


48 READY NOW — IMMEDIATE DELIVERY 
CARDS [as illus.) 
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Six other texts to 
choose from 
$1.00 each 
‘8 3 for $2.25 Footnotes =. 
. SAMPLES AND MATS 
. Price Tickets ail ON REQUEST. 
In Fall Col cS > 21D 
Combinations --FOR FALL 
IN STOCK— 
109 prices 
30¢ doz. $3 gr. ‘ 
8 —— Ses cus yn — 
Card Holders Non N & M Widths. ome S 55 
As Ill & M Widths. 2.65 
8 NATURAL WOOD Ne oF ea tee 
FINISH 32 Stew included with order. 
§ : Reese | 
$2.10 each sa dancing age. eth more youngsters # 
3 WRITE TODAY 
For FREE Price Ticket Samples and Circular Offering 
Many Aids to the Modern Merchant. 
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last year, with unit sales remaining 
about the same as this time last year. 


Despite reports of price increases, 
there is considerable optimism in the 
trade. James Frymier, manager of 
Nobil’s which has a principal family- 
type store here, reports that higher Fall 
prices will be a help rather than a hin- 
diance if they mean better quality mer- 
chandise and quicker deliveries. He be- 
lieves this will be the case. Nor does 
Mr. Frymier, a chain-store manager of 
many years’ experience, expect much 
consumer resistance. 





As a general thing, he states that he 
prefers nationally advertised brands in 
a period such as this, when a sellers’ 
market is turning into a buyers’ mar- 
ket. Well-known brands are best sellers. 
in arch supports and children’s shoes, 
but not necessarily in novelties, is Mr. 
Frymier’s opinion. 


J. C. Young, of Young’s, Inc., leading 
independent family-type store, is back- 
ing up confidence with a $30,000 invest- 
ment in new equipment, interior dec- 
orations and front. The new store will 
be located at 109-111 South Walnut 
Street, and plans call for a 45-foot 





Baltimore, Md.—‘‘Down fo the sea”’ is the theme of this interesting Summer dis- 
play of white footwear and casuals, promoted at Hahn's. Customers were lured by | modern type front with receding stages 
its symbolical coolness, its transparent blown-up thin rubber fish floating around, nets, | to provide ample window display. The 
sea vegetation and life belts. new store will open September 1, ac- 


Retailers in Typical Town that name, and frequently used by na- ©°ding to present plans. 
A Ontimisti tional retailers for market surveys. At prices from $6.95 to $16.50, dol- 
ptimistic Shoe sales in three independents and lar volume has increased about ten per- 
MUNCIE, IND. — This is the “Mid- ten chains are holding up well here, on cent (June) over last year, Mr. Young 
dletown” made famous by the book of dollar volume about ten per cent over reports. 
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In patent, red and white kid 
Infant's — M-41/2 to 8 
$2.35 
Child’s — B&C-81/2 to 12 
$2.85 


POSTURE-AIDS 
REQUIRE TO 

THE 
TODAY; 


THEM RUN — NOT 


HAVE 
PUT OVER 
RIGHT QUALITY 
WE'LL SHIP IMMEDIATELY AND THEN 





NEW LOOK 
ROMAN SANDAL 


In patent and white kid 
Infant's — M-4)/2 to 8 
$2.35 
Child's — B&C-81/2 to 12 
$2.85 


ALL THE SALES FEATURES YOU 
A SHOE — THE RIGHT PRICE, 
AND THE RIGHT STYLE. ORDER 
WATCH 
OF YOUR STORE. 


WALK — OUT 


NEW LOOK , 
ANKLET 














Child’s brown suede and patent 
B&C-84/2 to 12 ..... $2.85 
Infant's patent only 








Business Reported Good 
at Buffalo Show 


BUFFALO, N. Y. — The Tri-State 
Shoe Travelers held their show in Hotel 
Statler, here, July 18 and 19, with a 
good attendance and good business re- 
ported. 


In women’s styles many extremely 
high heels were shown and sold well; 
platforms were more popular than ever 
and were offered by several manufac- 
turers of popular priced footwear, while 
ballerinas and sports shoes held their 
usual place in public favor. In the dress 
styles there were several lines showing 
the closed toe types. Black suede was 
seen everywhere. Also in demand was 
the new bronze kid in several styles. 
While the all gold shoe was little in 
evidence, there were many black suedes 
with a gold trim. 


For younger men there was noted a 
trend toward heavier styles with triple 
leather or rubber soles, while the mili- 
tary strap types also sold very well. 
Blacks and browns were leading colors, 
but wine, burgundy and other red 
shades were also shown and proved to 
be quite popular. Canvas footwear was 
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in demand, but many dealers reported 
considerable carry-over from last Win- 
ter in their rubber footwear, due, un- 
doubtedly, to the fact that Buffalo had 
much less snow than usual last year. 


In women’s slippers, many satins 
and low heels were observed, as well as 
electrified shearlings. Among children’s 
slippers were shown zipper and warm 
types for holiday trade. Red and blue 
were the predominating colors. In boys’ 
slippers all leather styles were good and 
in men’s the call was for blue or bur- 
gundy in all leather with hard soles. 


Nationally known and advertised 
merchandise is definitely more and more 
in demand at these shows. It is also 
noted that popular price footwear is 
more in demand than usual, due, shoe 
men say, to higher general living prices 
which makes economy in buying of all 
items a necessity. Competition among 
dealers is definitely back in the picture 
and buyers are cautious and price con- 
scious. Most are buying in small lots 
and often. Manufacturers said that they 
could see a general stiffening in prices 
with consequent resistance and caution 
on the part of retailers. 


Better Buying Reported 
At Detroit Show 


DETROIT — Buying showed a nice 
pick-up at the July monthly shoe show 
at the Hotel Statler, sponsored by the 
Michigan Shoe Travelers Club, with 
some 75 travelers uniting in exhibiting 
their lines. The increase was an end 
product of the reluctance displayed by 
many retailers in recent months, and 
their realization that more adequate 
stecks are necessary to round out their 
inventories and more evenly balanced 
size ranges. 

In dressy types, the emphasis was 
on black suedes. Buckled loafers and 
saddle oxfords, plus a good represen- 
tation of other staple sports types, were 
bought well, particularly in growing 
girls’ sizes. 

The shoe travelers will omit the usual 
August showing, in order not to con- 
flict with vacation and other Summer 
activities, and will resume on Septem- 
ber 12-13-14 with a Fall showing. 


New Shoe Store Planned 


BUFFALO, N. Y.— Bailey Slipper 
Shop, Inc., has filed plans with the city 
to erect a store building at 3124 Bailey 
Avenue, at an estimated cost of $15,000. 
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HERE’S TOP VALUE 

IN C, D, E, and EEE, 

PLATFORM SHOES 
SIZES 4 to il... 


need anhe 
ARCH STYLES 


Custom-made for Comfort, Smart 
Appearance and Durability 


@ These high style comfort 
shoes are made from soft, 
durable leathers—faille-lined 
—over exclusive new lasts. 
Reinforced steel shank and cuban 
heel for walking comfort. 3/8” 
leather covered platform makes 
every step like walking on air. Will 
slenderize the stoutest foot. Sizes 
& to 11, C, D, E, and EEE widths. 


=25 With gold or patent 
piping on vamp - or plain 
Also available in 


closed back 


With gold  \ 


or patent 
ey Me 
. and vamp - or plain 


=16 Also available 
in closed 








Available In All 
These Colors 


e Black Kid* 

e Brown Kid* 

e Black Suede pe 

e Prown Suede i 

e Black Patent Leather : 

e Red, Brown, Green and 
Black Corumba Alligator 


*Blach Smooth and Brown 
Smocth on $21 


M.& F. SHOE CO.,INC. « 


Order TODAY for delivery in 
3 to 4 weeks. 


oN AEE 


Terms 5% — 10 Days, F. O. B., Factory 
Minimum Order—13 pairs of one width 





Named Advertising Manager 
Of R. H. Fyfe & Co. 

DETROIT—Florence A. Neydon has 
been named advertising manager of the 
R. H. Fyfe and Company, succeeding 
Virginia Clee, who left to devote her 
attention to domestic duties. 





FLORENCE A. NEYDON 


Miss Neydon was formerly with the 
ladvertising department of the Ernst 
|Kern Company, Detroit department 
|store, where she wrote copy for shoes, 
| women’s accessories, cosmetics, and 


she wa and teen-age apparel. 





She was in the WAVES for three and 
one-half years, serving in the Publica- 
itions division of the Bureau of Aero- 
|nautics in Washington. She was re- 
leased in March, 1946, with the rank 
of lieutenant. 





and style By | Popular Price Shoe Show 


_|To Be Widely ‘Advertised 


Regular sizes 4 to 10—$5.00 
Sizes 7 to 10 only—$5.25 
Sizes 10 1/2 and 11— $5.40 


Prices Subject To Change Without Notice 
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|| NEW YORK—Morris H. Trifon, ac- 


'ecount executive of The Chernow Co., 
announces that advertising plans are 
now being formulated by his company 
for the Popular Price Shoe Show of 
America, the first officially sponsored 
national market week specifically ar- 
ranged for the volume branch of the 
| shoe industry. 

The show will be held at the Hotel 
Commodore in New York, November 
28 to December 2, under the joint aus- 
pices of the National Association of 





Leather Show to Be 
Held September 14-15 


NEW YORK—tThe Tanners’ Council 
of America has announced that 85 up- 
per leather tanners have taken booths 
for the Leather Show to be held at the 
Waldorf-Astoria, New York, on Sep- 
tember 14 and 15. This indicates that 
every available space in the four ball- 
rooms of the hotel will be taken. The 
members of the Council will display new 
leathers and colors to be sold during 
the Spring and Summer season of 1949. 


Shoe manufacturers and retailers who 
expect to visit the Leather Show should 
make their hotel reservations promptly. 
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In addition to the Waldorf, which will 
be the headquarters hotel, The Biltmore, 
Belmont-Plaza, Commodore, Barclay 
and Lincoln hotels have blocked out 
rooms for use by members of the trade 
who will attend the show. Applications 
for hotel rooms should be made direct 
to the hotel selected. 


Store to Remodel 


PHOENIX, ARIZ.—Leed’s Shoe Store, 
122-24 East Washington Street, Phoe- 
nix, has taken out a building permit 
covering a remodeling job on the store. 
Part of this work will include a new 
front topped by a large Neon sign. 


Shoe Chain Stores and the New Eng- 
land Shoe and Leather Association. 

Trade publications and direct mail 
will be used. 





Sons Take Over 
Father’s Store 

DETROIT—Frank’s Shoes, East Side 
family store at 8021 Gratiot, Detroit, 
has been taken over by Joseph and 
Samuel Schechter, following the death 
of their father, Frank Schechter, in 
February. 

Joseph Schechter had managed the 
store for some time, but his brother, 
Sam, is a relative newcomer to the 
business, coming into the store after 
his return from war service. 


Boot and Shoe Recorder 








: T9E crowd 


AW Ow 












Wonderful new design with ful charm. 
Low-cut in front to look so-o-o adorable. 
Nicely-high in back for necessary heel 
‘protection. And see the narrow straps that 

fasten gently around little ankles! Glossy 

black or smooth in white, ballerina 
blue, dancing red. Sizes 814 to 

11¥ and 12 to 3. 
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Mismated Shoe Buyers 
Save Money, Swap Shoes 


MANCHESTER, N. H.—Lucien Jean, 
manager of the shoe department at 
Leavitt’s, who has been selling footwear 
for 17 years, has reported one of the 
most unusual bits of merchandising in 
his career. 

For the past five years, he had been 
selling mismated shoes to a local wo- 
man, who wore size 344 on one foot and 
642 on the other. Since she had to buy 
two pairs to get one pair to wear, the 
lady was obliged to pay $19.90 in order 
to get footwear that would normally 
cost half that amount. In buying rub- 
bers and overshoes it was the same 
story and the shoe man felt sorry for 
his customer. 


After the woman made one of her 
customary purchases recently, Mr. Jean 
put the useless mismated pair which 
she had left behind, under the counter. 
A few days later, another woman came 
into the Leavitt shoe department, and, 
luckily, the manager waited on her, 

“I'd like a pair of kid shoes,” she 
said, “but you may have trouble fitting 
me because one of my feet is a differ- 
ent size than the other.” 

“That’s perfectly all right, ma’am,” 
the manager told her. “What sizes do 
you need?” 

When the customer replied that she 
took a 344 on one foot and a 6% on the 
other, Mr. Jean was given one of the 
surprises of his life. 


August I, 1948 


“IT felt my heart jump,” he related. 
“The only trouble was I had forgotten 
whether the first woman’s sizes were 
identical with the new customer’s, or 
whether they were opposite. Not only 
that, I had forgotten the first woman’s 
name. However, I got the shoes she had 
left and the second woman tried them 
on. They fitted perfectly! I told her she 
didn’t owe us a cent for them, and after 
digging around I found out where the 
first woman lived. She and the other 
woman got together and already have 
swapped a couple of pairs of shoes. 

“T think bringing them together has 
made me happier than both of them to- 
gether. I feel like a Boy Scout who has 
just performed a dozen good deeds be- 
fore breakfast.” 


Lord & Taylor to 


Feature New Line 


NEW YORK—Radcliffe Shoes, Inc., 
makers of “Promettes by Radcliffe” 
announce that Lord & Taylor, leading 
quality retailer, will handle their brand 
exclusively in New York. The shoes 
will be carried in the store’s Young 
New Yorker Shop and will retail at 
$10.95 with a few styles at $12.95. 


The store plans to promote this new 
brand and price line consistently with 
major-space advertisements in the 
New York papers. 


New Family Shoe 
Store Opened 


LAKELAND, FLA. — Frank Bass has 
been appointed manager of the new 
Farner’s Shoe Store, owned by S. F. 
Edelstein. The store is divided into 
three departments, for men, women and 
children. Nationally advertised shoes 
are featured. 

The newest in fitting equipment has 
been installed. The store is air condi- 
tioned and fluorescent lighted. The floor 
is covered from wall to wall with thick 
rose-colored carpet and the walls are in 
soft pastel tones. An accessory depart- 
ment carries hosiery, socks and bags. 





Promoted to Manager 
Of Penney Store 


CLAY CENTER, KANSAS — Rich- 
ard Hofmann, who has been associated 
with the J. C. Penney Store here for 
several years, was recently transferred 
to St. Joseph, Missouri, where he is 
now manager of the shoe department 
of the Penney store there. 

Mr. Hofmann began working at the 
Clay Center store while he was in 
school, then took time out for three 
years service in the U. S. Army. He 
again resumed his job there after his 
discharge from the armed services. 

Ed Craig, an ex-serviceman, who has 
been employed in the Penney store at 
Clay Center for over a year, will suc- 
ceed Mr. Hofmann. 








* Good leather sole 
Drill lined vamps 
Brown rubber 





#B-525 Sizes 6 to 12 
3¢B-614 Same in Boys 21/. 
#B-527 First Quality, full 


41 So. Wells St. 





MEN'S KID ROMEOS 


“Twilight Foot Snugglers’, 
* Good Brown Kid leather 


eels 





leather lined. Leather 
insole. Sizes 6 to 12 
Net 30 days — IMMEDIATE DELIVERY 
“HONEST MERCHANDISE YOU CAN SELL 
WITH PRIDE AND PROFIT’ 


C. W. MARKS SHOE CO. 


Chicago 6, Ill. 





$2.65 
to 6 $2.50 
$3.35 





| Live-Wire Shoe Salesmen 
) who can Handle Extra Lines 


If your house permits you to handle extra lines, here’s 
an opportunity to increase your income through the 
liberal commissions earned on the sale of Fairy Shoe 
and Hosiery Forms to your regular accounts. 

Fairy Forms have been the standard in the trade 
for 25 years. Their record is proved by sales ex- 
perience in thousands of stores throughout the country. 
A strong acceptance and many easily demonstrated 
sales advantages make them easy to sell. 





For complete information, write to 
Owen W. Comstock, Sales Manager 
SHOE FORM CO. INC., Auburn, N.Y. 

















Mid-West Store Building 
Large Addition 

WICHITA, KANS.—The opening of 
the new addition to the Geo. Innes Com- 
pany store here will be held early in 
October. However, a merchandising 
preview of the new department store 
was held during the week of June 14-19. 
This was the 51st anniversary obser- 
vance, according to Walter P. Innes, 
president and founder of the company. 

When finished, the eight-story build- 
ing will be more than double the size 
of the old store. The new store, which 
will have a large, modern shoe depart- 
ment, will occupy the length of a city 
biock. The addition has handsomely- 
decorated, buff-colored brick and lime- 
stone walls, and will bring a total of 
101,250 more square feet to the area 
currently in use. Topped by an unusual 
entablature 14-feet high of limestone, 
the structure has a frontage of 150 
feet on William Street, and 75 feet on 
Market Street. 





Canadian Tanners Making 
Pastel Colors 


TORONTO, CAN.—Freed from war- 
time restrictions, Canadian tanners 
have gone in for a variety of colored 
leathers. Delicate pastel shades, gray, 
bronze cocoa, already are popular shoe 
shades. Pine Green and Fiesta Wine 
will be popular colors this Autumn, it 
is believed. 
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As for the Fall shoe fashions, the 
Shoe Manufacturer’s Association of 
Canada reports that new lasts have 
been designed for that “all-closed” look, 
and advance Fall showings by Cana- 
dian manufacturers feature variations 
on the opera pump theme. 

Faced with the problem of designing 
an all-closed shoe which does not look 
heavy, the manufacturers are making 
use of such devices as multiple cut- 
outs on the front of the shoe and below 
the ankle — the object being to avoid 
dense, solid color, particularly black 
and Town Brown, both of which will 
be popular shades next season. 





Roland D. Feltman New Head 
Of Feltman & Curme 


CHICAGO—Roland D. Feltman has 
been elected president and treasurer of 
Feltman & Curme Shoe Stores. He suc- 
ceeds his late father, Charles H. Felt- 
man, who died recently. At the same 
directors’ meeting, Howard J. Schneider 
who is a director and supervisor of 
stores, was elected vice-president. Hilda 
A. Kemper will continue as secretary. 

Mr. Feltman has been associated with 
the firm for the past 25 years, although 
he had previously worked in his father’s 
store selling shoes. He has served as 
salesman, assistant to buyer, and 
buyer-manager of individual units in 
the chain. He is also a director of the 


Lit Brothers to Open 
Branch Department Store 


PHILADELPHIA. — Lit Brothers, 
Philadelphia department store, will es- 
tablish its first branch department 
store at 69th and Market Streets, Har- 
old W. Brightman, president of the 
firm, announced recently. This store 
will be located at 40-60 South 69th 
Street, at the Southwest corner of 
Ludlow Street, Upper Darby, a few 
steps from the 69th Street Terminal. 

The new Lit Brothers branch store 
has a frontage of 124 feet on 69th 
Street on the first floor, and 230 feet 
on the second floor, with a depth of 
176 feet on Ludlow Street. As now 
constituted it consists of two floors and 
selling basement. The store will be 
extensively remodeled and refurbished. 
Plans also contemplate the addition of 
a third selling floor. 





Makes Specialty of Fitting 
Difficult Feet 


MICHIGAN CITY, IND, — Lawrence 
Poel, manager of the Smith Shoe Store, 
Tenth and Franklin Streets, here, looks 
upon difficult sizes as a challenge he is 
eager to meet. He has found that it 
pays in sales dividends to make a spec- 
ialty of giving careful fittings. The 
store enjoys a reputation in this trad- 
ing area for being able to fit well and 
comfortably the most difficult feet. 
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New Health Spot Shoe 
Store Is Opened 


YAKIMA, WASH. — Holder of the 
Health Spot shoe franchise here is Don 
McCutcheon, who opened his new store 
in the Donnelly Hotel Building on South 
Second Street, recently. 

Mr. McCutcheon formerly was owner 
of the Health Spot Shoe Store in To- 
peka, Kansas, and has been with the 
organization exclusively since his en- 
trance into the shoe field in 1935. 

The new store is smartly modern in 
appearance. The floor is covered with 
soft blue wall-to-wall carpet. Eleven 
red leather, chrome-trimmed fitting 
chairs, with fitting stools to match, line 
both sides of the store. Figure length 


mirrors are set in both walls, Fixtures | 


are in walnut tone, Two large fluores- 
cent lighting units are set flush in the 
light green ceiling. Store walls are of 
the same tint. 

All shoes are stocked in a large rear 
storeroom, shielded from view by a mir- 
rored wall unit. One X-Ray fitting ma- 
chine is installed, with another on 


order. 





Rules Formulated for Use 
of X-Ray Machines 


DETROIT—A series of eight rules 
for the location and use of X-ray fitting 
machines to reduce hazard of over-expo- 
sure to staff or patrons has been pre- 
pared by the Industrial Hygiene Bureau 
of the Detroit Department of Health, 
and distributed to shoe stores through 
the Detroit Shoe Retailers Association. 

The association committee on the 
subject, under the direction of Byron 
Lieberwitz of Dave’s, is planning to 
engage a competent physicist with 
special equipment necessary to test 
the machines of all members desiring 
to have tests made. 

A certificate of approval is planned 
for the machines after inspection and 
correction if any is deemed adviseable, 
and it is also planned to install a suit- 
able sign near each machine advising 
the public that the proper protective 
measures have been taken. 





Cattle Hide Stocks 
Lower in Canada 


MONTREAL, CAN.—Stocks of raw 
cattle hides held by tanners, packers 
and dealers in Canada at the end of 
May amounted to 459,300, a decrease 
of 18.7 per cent as compared with the 
May 1947 figure of 565,600, according 
to the Dominion Bureau of Statistics. 
Stocks of calf and kip skins increased 
from 567,600 in May, 1947 to 723,500; 
goat and kid skins from 131,300 to 
244,600; but sheep and lamb skins fell 
from 58,100 (dozen) to 44,400 (dozen) 
and horse hides from 73,800 to 39,000. 

Production of cattle sole leather in 
May amounted to 1,889,600 pounds com- 
pared with 2,469,400 in the same month 
last year. Output of cattle upper leather 
totalled 2,755,200 square feet as against 
4,193,400, while the production of glove 
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@ Deluxe pleated soft toe ballet 
in black or white kid, unlined. 
Style 10...... ees csecccceceeee 
Same, lined, style 12........ 2.10 


Full sole student ballet (not illus- 
trated) in black or white kid. 

Unlined, style 11. ......0++.$1.85 
Same, lined, style 13,....... 2.10 














*BEST 
IN BALLET 





















@ New, improved light-weight 
construction, Prima over the toe 
"Master Taps” included, in black 
patent or white leather, style 17. 
Child’s, 8%/12, one width. . .$2.50 
Misses’, 1214/3, A & C widths .$2.75 
Girls’, 3144/9, AA & B widths. . $3.00 



















* ACROBATIC 
SANDAL 








®@ Acrobatic sandal in fawn, black, 
white or red suede,! style 1...$0.65 


There is a service charge of 10¢ per pair 
on orders for less than 12 poirs of g style. 
Terms — net 30 days. 


* HANDMADE + HAND-LASTED 













PRIMA, Inc. 
705 Ann Street +. Columbus 6, Ohio 












and garment leather amounted to 
291,600 square feet as compared with 
418,200. Production of calf and kip 
skin upper leather totalled 1,148,800 
square feet compared with 1,613,700 in 
May last year. 


Edison Bros. Report 
June Increase 


ST. LOUIS—Edison Brothers Stores, 
Inc., consolidated net sales amounted 
to $6,598,680 for the month of June. 
This compares with $6,018,175 for June, 
1947, an increase of $580,505 or 9.65 
per cent. 

For the six months ended June 30, 
sales amounted to $36,901,648 as com- 
pared with $33,549,444 for the same 





Chain Opens New Store 
PAWTUCKET, R. I.— Hamilton- 

Lapp Co. has opened its first store in 

Pawtucket, R. I., at 34 East Ave., with 


A. G. Wenners in charge. He was pre- 
viously with Wing’s Department Store, 
New Bedford, Mass. The store features 
women’s shoes and reports good 
business. 


period last year. This is an increase of 
$3,352,204 or 9.99 per cent. 

The 191 stores in operation on June 
30, 1948, compares with 182 a year 
ago, and 188 on December 31, 1947. 
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EVERY DAY IS if . 
SIZE-UP. DAY 


WW make Moccasin 


That’s all we ma 4 
That’s why... | 
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NEW YORK 


LL SMOOTH LEATHER 4 at the Quantity Price 


A 
CHILDREN’S SLIPPERS , 
Packed in our New Gerdakins Boxes $3.95 retail. 


Variety and colors plus all leather con- 
struction . . . just the combination to 
make your slipper department go over 
in @ big way. Prices down— 

Volume up. A wonderful sales 

asset and a gqrand value. 

pe gelling Cs pres- 

ent needs Ww. ° 

for men, women, boys and girls 





pam eagle he HUSKIES DIVISION 
quest. Delivery 


at once F.0.8. XQ HUSSCO SHOE CO. + 1328 BROADWAI 
e 





For Sales Impelling... 
POINT OF PURCHASE DISPLAY _ mg 


Flexible Leather Soles. Colors: : é EE 


Brown, Blue, Red. Sizes: a 
Bi4-12, 12/4-3. Regular half sizes. 


$1.90 


All Smooth Leather Bootee Hard \ 
‘ 





All 
Leather Opera 
Hard Flexible 
Leather Soles. 
: Brown, 
Blue, . _ Sizes 
5-8, &/-12, 12\4-3. 
Regular half sizes. 


/ THE SHOE DISPLAY DE LUXE 


"Dumb Clerk” does a mammoth 
job of selling at point of purchase. 
Holds shoes in attractive posi- 
tion, either on walls or extended 
from shelves. It’s a beauty! Inex- 
pensive, too! It will pay salesmen 
to write for territories and prices. 
Shoe dealers write for information. 


Z - S i af ; \ 
1 NV 


GE RD A FOOTWEAR: 
U COMPANY, INC. 
GERDAGRAM FOR EXPORT ; 


Taihiiiiie DUMB CLERK 
- 158 DUANE STREET, NEW YORK 13, N. Y 


C. M. BYE, Mgr. 
OSSEO, WISCONSIN 
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Famous 
Pfeiffer 
Slippers 

that combine 
Quality and 
Beauty 

to match the 
Buying Mood 


IN STOCK 
FOR IMMEDIATE DELIVERY 


As Advertised 
in Glamour 
Magazine for 
September 






Division of 
Frank H. Pfeiffer Co., Inc. 
Worcester, Mass. 





PRETTY LITTLE 


nie § 


Q: 


BONNIE REST « ‘‘Flo” 
si Tole 

Royal Blue 

Heavenly Blue 


Blossom Pink 


LOLLERS . 
si fe rat 

Red 

Royal Blue 
White 


Heavenly Blue 


“Peggy” 


Blossom Pink 


fe 


oS — about $4.00 


Cae 


* eees H+ ¥s- 


77 BEACON STREET e Wettesats: 8, MASSACHUSETTS 





Obituaries 


Charles W. Varney 
ROCHESTER, H. — Charles W. 


Varney, 63, well | gare among shoe 
manufacturers in this section, died re- 
cently in Manchester, N. H., after a 
brief illness. 

Mr. Varney and the late Solomon H. 
Feineman, local shoe and clothing mer- 
chant, purchased the old Wallace shoe 
factory when the former owner was 
about to sell the machinery and equip- 
ment some years ago, thereby saving 
the plant for the local shoe industry. 
Mr. Varney was instrumental in or- 
ganizing the Rochester Factory Hold- 
ing Co., which took over the operation 
of the factory. 

For the past 32 years he had been 
president of the Grange Mutual Fire 
Insurance Co. of New Hampshire, and 
was prominent in local and state Grange 
organizations. He was also a 32nd De- 
gree Mason and belonged to a number 
of other fraternal, civic and church 
groups. 


Otto A. Fischer 


LAWRENCE, KAN. — Otto A. 
Fischer, 81, former president of the 
National Shoe Retailers Association, 
died here recently. 

He entered the shoe business in Law- 
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rence with his father, and, in 1902, pur- 
chased his own store. In addition to 
serving as president of the NSRA, he 
also formerly headed the Kansas asso- 
ciation. He was a charter member of 
the local Elks Lodge, and was one of 
the organizers of the Lawrence Com- 
mercial Club. 

He is survived by his widow and two 
daughters. 


Richard F. Barnum 


DETROIT — Richard Fyfe Barnum, 
54, died July 5, suddenly, following a 
heart attack while playing golf. 

He was assistant treasurer of R. H. 
Fyfe and Company for some twelve 
years, and was a nephew of the late 
Richard H. Fyfe, founder of the com- 
pany. 

He is survived by his widow and two 
children. 


Elbert A. Sweet 


BINGHAMTON, Y. —— Elbert A. 
Sweet, retired st ae of the E. A. 
Sweet Co., Inc., of Binghamton, died 
July 15 at his home after a long illness. 
He was 80. 

Mr. Sweet had been a resident of 
Endicott since 1912. He started the 
Binghamton leather findings concern 
in 1922 after taking over a business 
formerly operated by Harrison J. 
Wilcox. 





The E. A. Sweet Co. has been oper- 
ated by his twin sons, Floyd B. and 
Lloyd E. Sweet, since Mr. 7 2et’s re- 
tirement 15 years ago. 


Jacob J. Horvitz 


NEW BEDFORD, MASS, — Jacob J. 
Horvitz, for nearly 45 years proprietor 
of Nichols & Damon shoe store of this 
city, was accidentally drowned while on 
a fishing trip recently. 

Accompanied by William Davidow, 
local business man, Mr. Horvitz started 
his day’s fishing trip early in the morn- 
ing in Mr. Davidow’s skiff. It is believed 
the boat was upset, or that one feil 
overboard, and the other attempted res- 
cue. Both bodies were recovered, 

Mr. Horvitz was the first president 
of the Synagogue and was long active 
in civic, religious and charitable activi- 
ties of the city. He is survived by his 
widow, a daughter and two sons, 


L. P. Warner 


DETROIT — Lee Phelps Warner, 
veteran Detroit shoe buyer, died re- 
cently at the home of his son, William 
Warner, in Bloomfield Hills, Detroit 
suburb. He was formerly buyer of wo- 
men’s and children’s shoes for the J. L. 
Hudson Company, retiring about 1915. 
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SHOE MFG. EXECUTIVE WANTED 


Well-known, established concern in Mid-West area, 
mfg. capacity 3,500 prs. daily women’s staple shoes, 
medium priced, has good opportunity for high-grade, 
production executive of partner qualifications. 


His character, experience, and all-around inside 
ability must fit him for complete charge of style de- 
velopment and the production of shoes that will stand 
out in their grade. 


This executive will want a solid future for 
himself and will desire to own a part of the 
business he connects with. And we will want 


him to share some financial responsibility 
in our planning and gain proportionately 


through an initial investment. 


Write us in complete confidence. Tell us all we 
should know about your experience, age, investment 


Gach Siypolli 


Stock No. 1380 
Mens sizes 6-13 
Womens sizes 4-10 





Compare SASCO arch 
supports with any 
quality support on the 
market . . . dollar for 
dollar the value is the 
greatest Scientifically 
corrcet in every detail 

. Materials excel- 


lent . . . no dye non- 
slip suede leather 
bottoms . . . perfect 


fitting pattern to fit 
perfectly in shoe, ad- 
justable for any con- 
dition. 

Over four thousand 
shoe dealers are buy- 
ing and selling this 
famous arch support 
from coast to coast. 
Why not you? 


SUGGESTED 
RETAIL PRICE 


$3.50 


Pair 





potential, and your availability. 


BOX 684 





BOOT & SHOE RECORDER 
100 EAST 42nd STREET, NEW YORK 17, N. Y. 











Priced at $18.00 per dozen pairs. 


SWANT MANUFACTURING CO. 


169 E. 6th Street, St. Paul 1, Minn. 











Carousel Style Show Stresses Footwear 





Emporium, St. Paul depurtment store, shows shoes to go with cotton frocks. 


St. Paut—In a “Cotton Carousel” 
style show, keyed to teen-agers and tied 
in with a visit to the city of the musical 
“Carousel,” sponsored by the merchants 
of the city, the Emporium department 
store, Saint Paul, gave strong accent 
to footwear. 


90 


The show was given a carnival set- 
ting, with the carousel theme dominat- 
ing. Garments were of cotton, show- 
ing beach and sportswear, daytime ana 
formals. Gold sandals were given heavy 
emphasis, complementing garments of 
many styles. There was also a series 


of ballet type slippers tied in with 
formal cotton dresses. 

A bank of windows accompanied the 
style show, with mannekins showing 
cotton styles and proper accompany- 
ing footwear. Carousel animals and 
gay flower wreaths and multi-colored 
paper wheels weve used to carry out the 
carousel theme. 


oe 


Retires After 56 Years 
As Shoe Store Owner 


TITUSVILLE, PA. — Louis Schle- 
huber, Jr., who has operated a retail 
shoe store on South Franklin Street 
here for 56 years, has sold his business 
and retired. The store has been pur- 
chased by Joseph L. Bird. Mr. Bird has 
been manager of the Brownell Shoe 
Store on Spring Street since 1929. 

Mr. Schlehuber has been a leader 
in the business and civic life of Titus- 
ville since a young man. He is one of 
the organizers of the Merchants Asso- 
ciation and the Building and Loan As- 
sociation. 





Store Manager Transferred 


RICHMOND, VA.—William Jackson, 
formerly assistant manager of Baker’s 
retail chain shoe store in Houston, 
Texas, has been named manager of the 
Baker’s shoe store here in the 400 block, 
East Broad Street. 
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You've known the MAaata aida THTMETIRG for over 45 years... 


with many new improvements 








Ma” here are the details: 


1 
| No. 100 Actual size, 
| pen holder 


Whistles, Comics, Tops, Marbles 
. . everything you need for low- 
priced give-aways. 


HEATQUARTERS Since 190! for Good-will Creating Toys 


Novelties, Souvenirs, Birthday Gift Specialties, 


Premiums and Give-Aways. 





12°" long, contains 6" ruler, 
and pencil as 
colors. Available with your advertisement imprinted. 


Call or write for new 1948 catalogue. 


illustrated. Assorted 





THE LOEAENEL INDUSTRIES, Inc. 


39 West 19th St., N. Y. Il 








HANDY FORMS 


(Carried in Stock) 
For Efficient Store Operation 


Buying Order Pads—Form #107, per pad........ ox 40 
(100 sheets to pad—50 orig.—50 dup.) 5 pads... 1.75 
Inventory Size Sheets—Form #106, per pad...... -50 
(100 sheets to pad) 5 pads $2.00; 10 pads...... 3.50 


Sales Record Slips Form “D” 100 to pad, per pad. .25 
Refund Record Slips Form “E” 85 to pad, per pad .25 
Customer File Cards Form “F” 3”’x5”, 100 cards.. .75 
Profit Charts—accurate guide to selling prices.... .50 


SEND FOR FREE SAMPLES OF SYSTEM 





FOR EVERY SLIPPER NEED 
Men‘s, Women’s, Boys’, Children’s Leather Slippers 
with Padded Leather Soles * Ladies’ Leather D’Orsays 
and Bridges, with Hard Soles. 


PLAY THIS 


FAVORITE 
LINE 


Careful workmanship and finest ma- 
terials produce this top quality line, 
which is setting such a remarkable | 
record for turn-over. Built for com- 
fort and durability, it represents a 












$9.80 


Kid Leather 











MERCHANT’S SERVICE DEPT. 
209 S. STATE STREET CHICAGO 4, ILLINOIS 











new standard for fine slipper selling. 


FAV Oo RI T E FOOTWEAR, incorrorateo 


| 318 EAST 32nd STREET 






Moccasin Slipper 


NEW YORK 16, N. Y. 








Paul’s, of Dallas, Opens 
Two Suburban Stores 


DALLAS, TEXAS.—Paul’s Shoes, Inc. 
exclusive dealers in women’s shoes in 
Dallas, Texas, for the past 27 years, 
with stores in downtown locations, is 
now entering suburban operations with 
two additional stores, one in Oak Cliff 
and the other in Highland Park, both 
neighborhood shopping centers. An in- 
novation will be the addition of chil- 
dren’s shoe departments in the suburban 
stores, according to J. Mossiker, an 
owner, who made the announcement. 

From one store in 1921, Paul’s Shoes, 
Inc., has grown into 12, three of them 
in Dallas and one each in Fort Worth, 
Houston, San Antonio, Beaumont, Okla- 
homa City, Tulsa, Kansas City, Mem- 
phis and New Orleans. Suburban stores 
will, eventually, be opened in all the 
other cities, the two in Dallas being the 
beginning of an extensive expansion 
program. As in Dallas, all the suburban 
stores will carry children’s shoes in 
addition to the complete line of women’s 
shoes and accessories featured by the 
main downtown stores, which will not 
add the children lines. 

The new store in the Oak Cliff sec- 
tion of Dallas is of masonry construc- 
tion with a field of light cream face 
brick and cast stone and split face 
Austin cream stone trimming. The dis- 
play windows and the vestibule will be 
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accented with split Roman brick trim- 
ming. The front entrance doors will be 
of solid glass and the plate-glass set- 
tings will be of stainless steel. A feature 
also will be exterior decorative plant 
boxes. 

All of the fixtures are of light- 
colored wood with white grain and a 
glazed finish. A profusion of mirrors 
will line the walls. The children’s de- 
partment will be separated from the 
large shoe and co-ordinated accessories 
departments for women by an elaborate 
miniature garden, bordered by split 
Roman brick. 

No selection has as yet been made 
of the manager for the new store which 
employs an organization of 15 sales 
people. 

All Paul’s stores are under the direc- 
tion of the general offices, which occu- 
pies almost the entire floor in the 
second unit of the Sante Fe building 
in Dallas. In addition to the executive 
offices, the firm maintains large ware- 
housing facilities from which all 10 
stores are serviced with merchandise. 
A display construction department is 
also located here. 





Store Remodeled and 
Name Changed 


CoLUMBuUs, GA.-—Boyd’s Shoe Store, 
after 14 years of business here, has 


been remedeled and has changed its 
name to Butler’s Shoe Store. 

Butler’s is the parent organization of 
Boyd’s and is well-known throughout 
the South and Southeast. 

The color scheme of the interior in- 
cludes chartreuse, canary yellow and 
orchid. Chairs and carpeting blend into 
the ensemble. The lighting arange- 
ments are of the slim-lined type, sup- 
plemented by modern-classic chande- 
liers. In order to afford better service, 
Butler’s has enlarged its bag and hos- 
iery counter and has also modernized 
this department. The front of the build- 
ing was re-done with larger windows 
for merchandise display. 

O. W. Sanders, manager of Boyd’s for 
many years, will continue as manager 
of Butler’s, and the personnel of the 
store will remain the same. 





Former Leased Department 
Now Operated by Store 


BUFFALO, N. Y.—Allen T. Klash 
has been appointed buyer of children’s 
shoes at The Sample. He previously 
was associated with Tiny Tots Chil- 
dren’s Department Store in Plainfield, 
N. J., and with L. Bamberger in 
Newark. This department formerly was 
leased by The Sample but now will be 
operated as one of the store’s own sec- 
tions. 
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SPECIALIZING IN FUR STRIPPING, LININGS AND CUFFS” / Ne 


French Rabbit, Fur Shearling and Electrified Lamb 
in all Colors for the Overshoe and Slipper Trade. 
Write ... Wire... or... Phone for Quotations 


28th Street 


New York 1, N. Y. 














NOW AVAILABLE AGAIN TO SHOE STORES 
SPECIALIZE IN THE Spr 
America’s Finest 
MANUFACTURE OF MARY-JANES BALLET SLIPPERS 
Black Patent Leather Bend Leather Soles 
Black Suede Split ; In Stock 
Flexible Bend Insoles Fully Lined Short Soles 
Red Elk Pleated Toes 
White Elk Leather Lined Sizes: § chid's ie women's : 
aK TP ................. $2399) 
Sizes: eee ee $2.35 
To Order — 

: 5-8 BCDwidths $3.00 A NATIONALLY ADVERTISED 
5-12 BCDwidths 3.30 Fully Lined Long Soles NATIONALLY KNOWN! 
/2-3 ABCDwidths 3.75 fumes Leather wae Pa A S | 

mediate Delivery 1 S: (e] 
a ! — EEE. 
a wee WHITE KID 2.50 e va & Sons 
DORA FOOTWEAR, INC.. = pe. cee 
36 East 12th Street New York 3, N. Y. oD a . 4.65 New York 19, N. Y. 





























Pass Quarter Million Mark 
In Children’s Shoe Drive 


NEW YORK. — The quarter mil- 
lion mark has been passed in the num- 
ber of shoes collected in the National 
Old Shoe Drive, sponsored by Foster 
Parents’ Plan For War Children, ac- 
cording to an announcement by Miss 
Sylvie Hamilton, chairman of the drive. 

Over ten thousand shoe stores all 

ever the country are taking part in 
the campaign, acting as collection de- 
pots, where customers may leave their 
old shoes, according to the campaign 
sligan “WALK OUT IN YOUR NEW 
SHOES, SO THEY CAN WALK IN 
YOUR OLD SHOES!” 
Among those participating in the 
drive are: members of the National As- 
sociation of Shoe Chain Stores; I. Mil- 
ler and Sons, A. S. Beck and Blooming- 
dale Bros., in New York; Gimbel 
Bros. in Philadelphia; the G. R. Kin- 
ney chain of shoe stores; Abraham and 
Straus, Inc., Brooklyn; Bullock’s in 
Los Angeles; Filene’s in Boston; and 
many more. 

“The cooperation we have received 
from retailers all over the United 
States,” Miss Hamilton said, “has been 
really remarkable. Many have run ads 
in their local papers. and made quite an 
event of the opening of the drive in 
their town . . . some have even run 
contests, offering prizes for the great- 
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est number of shoes donated! ... The 
shoes themselves have been of good 
quality, with a lot of wear left in 
them. Those which, upon sorting, are 
found to need repairs, are sent to the 
Chicago School of Shoe Rebuilding, 
where repairs are generously done for 
us at a nominal sum.” 

Miss Hamilton added that the need 
for shoes has never been greater than 
at present. She quoted a letter just re- 
ceived from Mrs. Edna Blue, interna- 
tional chairman of Foster Parents’ Plan 
For War Children, who is at present in 
Europe. 

“IT am so glad the Shoe Drive is go- 
ing so well—we must get more and 
more and more shoes! ... We can’t 
have too many.” 

Anyone wishing to contribute shoes to 
the drive may send them to Foster Par- 
ents’ Plan Warehouse, 122 East 34th 
St., New York 16. 





Store Being Remodeled 


CHicaco. — Extensive remodeling 
operations are now underway at the 
Loop Walk-Over store located in the 
Palmer House building. The second floor 
women’s department is being completely 
modernized with new decorating, new 
fixtures, and new arrangement of fur- 
nishings. The new department is ex- 
pected to be ready by September 15. 


Chicago Retailer Plans 
Big Expansion 


CHICAGO—Joseph Salon Shoes, of 
Chicago, is now in the process of expan- 
sion with leasing of departments in de- 
partment stores and specialty shops 
throughout the country, according to 
an announcement by Irving Joseph. 

The firm now operates five stores in 
the Chicago area and one in Beverly 
Hills, California. The leased depart- 
ments will be operated under the Joseph 
name, but as a separate division of the 
company. 

The regular lines of shoes established 
in the Joseph shops will be carried in 
the leased departments. Although the 
buying headquaters will be in Chicago, 
each resident manager will have some 
buying authority, and each department 
will be operated as nearly like a typical 
Joseph operation as possible, Mr. Jo- 
seph reports, with allowances for the 
special needs of the individual store. 
The departments will be backed up with 
an advertising campaign in consumer 
publications. 

Mr. Joseph states that departments 
will be leased only in stores doing a 
minimum of $1,000,000 yearly volume 
and merchandise and operation must be 
on a par with Joseph prestige. 
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Let Santa Claus Add 
A Merry Jingle 


[CONTINUED FROM PAGE 49] 


tively. Take, for instance, the flannel 
boot, fleece-lined, shown here. How 
smart and right it will look with wool 
coats, matched to their black, dark 
brown, beige or dark green. And then 
there are ideas like the one, also illus- 
trated, in a plaid, washable fabric with 
its matching case so that it can be car- 
ried in a handbag. This is adjustable te 
cifferent heel heights and full enough to 
put over shoe ornaments. And promote, 
too, the idea that makers of rubber 
footwear have been keeping up with the 
styles, shortening the height of the ga- 
loshes and boots for the lower hemlines 
and providing ample room for platform 
soles. 

As for the kiddies, all children seem 
to love attractive shoes and this goes 
for such boots as those shown, designed 
for style, protection against all kinds 
of bad weather and for easy adjust- 
ment. Even the men can be pleased, and 
easily fitted, with rubbers such as we 
have illustrated here, unlined, light 
weight, molded in one piece of highly 
resilient natural rubber. 


Store Plans Big Expansion 


YOUNGSTOWN, 0O.— Charles Liv- 
ingston & Sons, 225 W. Federal Street, 
Youngstown, ready-to-wear store, plans 
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an expansion program costing more 
than $500,000, which will include the 
addition of a shoe department on the 
first floor. The present three-story 
store will be merged with a four-story 
building adjoining, to provide a total 
of 30,000 feet of sales space. 

The entire exterior will be molded 
into one front, with the entrance taking 
up about one-third of the space, with a 
visible front. The entire store will be 
air-conditioned, and will have new 
equipment from lighting fixtures to 
carpeting. All the present departments 
will be continued and enlarged. The 
store will remain open during the re- 
modeling, expected to be completed by 
Easter of 1949. 


Shoe Prices Explained 
By Hide Buyer 


BINGHAMTON, N. Y.—Newspaper 
stories on the shoe industry and price 
trends have drawn the fire of many 
shoe retailers who have difficulty con- 
vineing custemers that business sta- 
tistics are often misinterpreted by the 
consumer press. 

Readers of the Binghamton Press 
recently had an opportunity to get their 
facts from the horse’s mouth, as it 
were, when Jewett F. Neiley, hide buyer 
for Endicott-Johnson Corporation and 
a member of the board of directors, act- 
ing as guest columnist, wrote a simple 
explanation of why shoe prices are 


where they are. 

Mr. Neiley pointed out that labor and 
raw materials account for about two- 
thirds of the cost of footwear. He traced 
the course of domestic hide prices from 
15% cents a pound before decontrol to 
32 cents, then a decline to 22 cents in 
January, 1947, followed by a rise to 38 
cents last November, with present prices 
around 29 cents. : 

“Since so few hides are being im- 
ported,” said Mr. Neiley, “and because | 
we normally produce in this country 
only about 80 per cent of our total re- 
quirements, and also because the cattle 
population has been declining for sev- 
eral years, it is evident that if we are to 
produce and consume as many shoes as 
are needed, prices are likely to remain 
at a level that will permit the acquisi- 
tion of enough foreign raw material to 
meet the demand.” 

\~ Pea: a 


Spencer Shoe Corporation 
Elects Officers : 


BOSTON—At a special meeting of 
the board of directors of the Spencer 
Shoe Corporation held recently in Bos- 
ton, the following officers were elected: 

Charles L. Daly, chairman of the 
board; ilip Mulvihill, president; C. 
Charles vice-president; Myron 
C. White, treasurer; and James F. 
Whitehead and H. L. Dean, assistant, 
treasurers. 
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Men’s Leather 








To Retail Profitably at $4.49 





Fine quality, smooth, plump kid leather 
Romeos. Fully formed and lasted. Clear 
street-wear, thick leather soles. Live 
elastic gore. Made in our better-grade . 
stitch- down factory. Sizes 6 ‘to 12, 
including half -sizes.. Fast sellers, with 
substantial mark-up! In. stock “fdr 
immediate delivery. 


PILOT SHOE CO. 
31 Hopkins Place - Balto. 1, Md 





MEN’S SHOES 
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L. Douglas Shoé Co., Brockton 15. Mass 
w York Offices, 508-510 Marbridge Bldg 
New York 1 r 
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Commonwealth Salesman Wins Golf Trophy 





Committee which arranged for recent golf tournament of the Boot and Shoe Travel- 
ers Association. Left to right—William Monsees, Julian & Kokenge Co.; O. £. Hoskin- 
son, Brown Shoe Co.; William Burger, United Last Co., and president, Boot and Shoe 
Travelers Association; Herb Spahn, Metropolitan Shoemakers; Charles Havranck, Swan 
Shoe Co.; Henry Coghill, Alligator-Henry; Henry Kaye, Wall-Streeter Shoe Co. 


NEw YorkK—Harold P. Stevens, sales 
representative of the Commonwealth 
Shoe and Leather Company, won top 
honors in the golf tournament held by 
the Boot and Shoe Travelers Associa- 
tion of New York at their annual out- 
ing at the North Hills Golf Club, Doug- 
laston, Long Island, recently. Mr. Ste- 
vens, playing with a club handicap of 





Harold Stevens, Commonwealth Shoe and 
leather Co., winner of the Boot and Shoe 
Travelers Association golf tournament; 
anc Charles Havranck, Swan Shoe Co. 


12, carded a score of 68 to win a leg 
on the BooT AND SHOE RECORDER golf 
cup. This silver-cup will become the 
permanent possession of the player who 
wins three legs.. The present cup was 
donated to the association in 1944, but 
so far no one has won a tournament 
more than once. 

The golfers had perfect weather and 
an excellent course. At the end of the 
day’s play, a great variety of. prizes, 
offered by the members of the associa- 
tion, were awarded. 





To Represent Stiebel 
In Eastern Territory 

ST. LOUIS—John M. Stiebel, head 
of the Stiebel Shoe Co., announces the 
appointment of Holden & Griffin of New 
York, 3120 Empire State Building, as 
their sales representatives in the East. 





Dual Style Trend Noted 
In Italian Footwear 


NEW YORK. — Miss Rhea Nichols, 
promotion and style director of the Al- 
lied Kid Company, recently returned 
from a month’s trip to Italy, Switzer- 
land and France, reports conditions 
very difficult in Italy but the morale 
very high among the Italian people. 
The most interesting work in shoe mak- 
ing is being done in that country, she 
finds. The trend is to both the very open 
and the covered-up look. Some shoes 
achieve the two effects by the use of 
opened-up, high-riding patterns. An- 
other interpretation of this trend she 
illustrated in a one-eyelet tie with 
closed toe, shanks and quarter but 
opened-up with square punched-through 
perforations. Made without toe boxing 
or counter, this shoe also illustrated 
what Miss Nichols considers to be an- 
other very important trend, that is, 
functional design, which she plans to 
stress for the coming Spring and Sum- 
mer. 

Reporting on color, she noted, as a 
sign of advance on the road to eco- 
nomic recovery, that dark colors are 
being used in shoes and accessories. A 
year ago these were not seen because 
these dyes were not available. Among 
smartly dressed women beige was the 
outstanding costume color. In acces- 


‘ssories the rust family and deep reds, 
not wine but bordering on that shade, 


rated as the number one style colors. 
For Fall, Victorian colors, dark grey 
and taupe especially, will be very im- 
portant. In this strong trend to Vic- 
torian styles, kidskin shoes fit in as 
a logical part of the style picture. 
Paris, where the mid-season collec- 
tions were being shown, was as busy 
and crowded with all kinds of people as 
in the most prosperous pre-war years. 
Here, too, conditions are very difficult 
for the French, but they are showing a 
gallant front to the outside world. And 
here, too, Miss Nichols noted that shoe 
designers and bottiers are introducing 
interesting new ideas. On rainy days, 
women were wearing sport type boots, 
on all kinds of soles including plat- 
forms, with tweeds. She also noted some 
interesting banded elasticized shoes. 
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THE FINEST SHEARLING 
MONEY CAN BUY... LASKINLAMB 


For outdoor footwear ... fireside slippers, there 
is nothing to equal the luster, depth, and 
warmth of this first and finest of all dyed lamb. 


ee gl 
J. LASKIN & SONS CORP., 130 WEST 30th ST., NEW YORK 1, N. ¥. 
FACTORIES: MILWAUKEE, WISCONSIN 





casual shoes 
a remarkable value / 








WATCH your sales go up—when you put in Galettes sturdy casual 
shoes. Long-wearing soles. Soft elk uppers. Fill-ins. Buy as many pairs 
as you like. Immediate delivery! Buckle Loafer Nos.: 101, brown. 
103, red. 105, black. Regular Loafer Nos.: 701, brown. 703, red. 
Sizes: AA, 5 to 10. B, 4 to 10. Order NOW. 


| m 112 SOUTH MAIN ST. 
| @ ROCKFORD, ILL. 








Manufacturing and Markets 
[CONTINUED FROM PAGE 68] 


closed toes wi!l definitely set the tone of the Fall picture. 
Closed toes are selling well now in dark shoes, and 
buyers indicate that they will reorder heavily in this 
category. Orders wi'l also include a good pairage repre- 
sentation in sling backs, which shoe men now consider 
staples since some types of feet can be fitted comfort- 
ably only in these styles. Manufacturers are finding 
some interest in velvets and satins on the part of re- 
tailers, but neither is expected to be of major im- 
portance. _ 


All factors, retailers, manufacturers and jobbers, seem 
to have been influenced by the success of the clearance 
sales. They have been made well aware of the fact that 
the public, even women who buy in the top price salons, 
are price-conscious, a fact that cannot be overlooked 
in considering the Fall selling picture. In most stores, 
regular stock shoes did not move at all until the price 
reductions. In many instances women bought inexpensive 
casual shoes in the place of staples for Summer wear. 
In other instances customers have asked for dark shoes 
—to wear now and through the Fall. Thus, just as was 
the case three months ago, price remains a determin- 
ing factor. Manufacturers insist it is not possible to 
reduce prices, but retailers faced with continued cus- 
tomer price resistance insist they will have to have 
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something to promote other than style before too much 
time elapses. 


British Footwear Exhibition 
Scheduled for-October 


MANY INTERESTING advances in British method< 
of shoe manufacture will be shown at a footwear exhibi- 
tion at Grosvenor House, London, October 4th to 8th.- 
This exhibition, called “Fashion in Footwear”, is ex- 
pected to be the most impressive show of its kind ever 
staged in Great Britain. It takes the place of last year’s 
“Quality Footwear” display, but is visyalized on a 
grander scale, with emphasis on fashion. ~ 

One of the most notable postwar advances in British 
footwear production, in the opinion of this industry, 
is its new “Precision Graded” range of dittings. The 
British Boot, Shoe and Allied Trades Resgarth Associa; 
tion, a cooperative organization, undertock an investiga- 
tion to find out how many sizes were actually viecessar\ : 
Measurements of thousands of feet were studied, sélécted 
from all types of wearers and all ages and from each 
geographical area of the country. 

As a result, the “Precision Graded” range of fittings 
has been produced which provides a full range with 
only 31 fittings. A specially devised instrument enables 
the retailer to measure the correct fitting of precision- 
graded shoe. 
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SADDLE OXFORD 


White Elk with 
Brown or Re 
Trim 


In Stock 


Te mediate 


Delivery 


No. 6525—White. 
backstay; 642 to 1 
BCD. No. 6528—Same with Red Saddle. 
No. 6526—White, with Brown; 1242 to 
3 ABCD. No. 6529—Same with Red sad- 
@le and backstay. Sizes 12% to 3 have 
Se heels. Write for descriptive price list. 


with Brown Saddle and 








ROMEOS 








BROWN KID ROMEOS 


Leather quarter back, leather insole, heavy 
leather soles, brown rubber heel. 

SIZES INS — Daily or Weekly 

#510: Men’‘s, 


Sizes: 6 to 12 
24 Pr. to case 










counts 


Milweukee 2, Wis. 
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210 Associates to Award 


Holly Memorial Plaque 
BOSTON—tThe first annual award 
plaque will be presented at the Commc- 
of the T. Kenyon Holly Memorial Fund 
dore Hotel, New York City, at the ele- 
venth annual banquet of The 210 Asso- 


| ciates, the benevolent foundation of the 





A. W. BERKOWITZ 


shoe, leather and allied trades. The 
banquet will be held during the Popu- 
lar Price Shoe Show to be held in New 
York, November 28 to December 2. 

Abe W. Berkowitz, chairman of the 
Holly Memorial Committee, has an- 
nounced that a committee has been ap- 
pointed to select a mar “who has made 
an outstanding contribution to our in- 
dustry.” The members of the committee 
are: A. S. Burg, A. S. Burg Co.; George 
Dempsey, Crossett Shoe Co.; N. P. 
Lyons, Saco-Moc Shoe Co.; James J. 
Molloy, Merrimack Shoe Mfg. Co.; and 
A. Shapiro, A. Shapiro, Inc. 

An individual bronze plaque, suitably 
engraved with the accomplishments of 
the recipient of the award, will be given 
each year to honor the memory of T. 
Kenyon Holly, late past-president of 
The 210 Associates, who devoted much 
of his energies to the furtherance of 
charitable work of the ‘210’ during his 
lifetime. 





More Retailers Found to Be 
Open to Buy 
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gold and silver kid are being widely 
used for evening wear. 

Combination, or duo shoes, combin- 
ing two leathers are in favor, the 
strongest combination being suede with 
reptile. Suede is the major leather 
being bought today while calfskin rates 
importantly followed by reptiles. The 
two-tone effect is also carried out in 
color as two-color shoes are limited 
but are considered high fashion. Brown 
looms up as an important color factor, 
with black very strong as usual. The 
leading promotional colors are green 
and grey. 

Member firms of the Guild who took 
part in this opening were Beleganti 
Inc.; Fox Shoe Mfg. Corp.; 
Jerro Brothers; Mackey-Starr, Inc.; 
John Marino, Inc.; I. Miller & Sons, 
Inc.; Newton Elkin Shoe Co.; Palter 
DeLiso, Inc.; Reual, Inc.; Schwartz 
& Benjamin, Inc.; M. Wolf Sons, Inc.; 
Morris Wolock & Co.; Zuckerman & 


| Fox, Ine. 
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ICE SKATES 





FIGURE and HOCKEY OUTFITS 
~¥e> 


Men's, Women's, Children's i 
ICE SKATES 
12 Styles IN STOCK 






Available 


from 








$5.00 


and up 





Terms: 2/10 N/30 SEND FOR CATALOG 


ARNOFF SHOE COMPANY 








MAJORETTE BOOTS 








MAJORETTE 
BOOTS 
No. 3880 
@ White Elk Leather 
Uppers 
®@ Leather Soles 
©@ Silk Tassels 


© Stitchdown Construc- 


tion 


$5.25 


Ca 
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SIZES 4 to 9 
Terms: 2/10—N/30 SEND FOR CATALOG! 


ARNOFF SHOE COMPANY 











Dude Ranch Display Designed 

CHICAGO.—Capitalizing on the cur- 
rent interest in dude ranch apparel and 
particularly cowboy boots, Adler-Jones 
Company of Chicago has designed back- 
ground display material featuring the 
ranch atmosphere. Created to fill the 
need for authentic props for Western 
promotion, the units are flexible enough 
for use by every size store. 

Main item in the group is a realistic 
corral fence made of cedar logs stripped 
of bark and assembled by wooden pegs. 
With this unit goes a sign lettered with 
cutout wooden letters “Dude Ranch 
Duds.” Also available are a_ buffalo 
head plaque, a papier mache saddle to 
throw over the corral fence, a realistic 
horse’s head also of papier mache, a 
natural desert Cholla tree, and a set 
of branding irons. 
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News of the Silesment ant Suppliers 





Public Sees How Brockton Shoes Are Made 





Skilled shoemakers from Southeastern 
shoemaking processes at Associated Shoe 
minal, New York. : 

New YorK. — The Associated Shoe 
Industries of Southeastern Massachu- 
setts—famous throughout the world as 
the “Brockton District” quality men’s 
shoe manufacturers had an interesting 
exhibit during the month of July and 
through August 4 at Grand Central 
Terminal, New York. 

This exhibit was arranged in coopera- 
tion with the New York, New Haven & 


Massachusetts factories demonstrate actual 
Industries Exhibition in Grand Central Ter- 


Hartford Railroad, as a feature of the 
New Haven’s permanent exhibit on the 
mezzanine floor of Grand Central Ter- 
minal, “Main Street Southern New 
England.” 

The display was designed and in- 
stalled by J. M. Reilly Company, Boston 
Advertising Agency. It was of an edu- 
eational nature, and attracted many 
visitors. 





Back-to-School Promotion 


Boston.—Starting with rotogravure 
insertions in major-city Sunday news- 
papers, the Sundial Shoe Company of 
Manchester, N. H. has launched the 
largest campaign in the company’s 
history for back-to-school selling of its 
juvenile shoe line. 

The rotogravure schedule includes a 
full-color page in the New York Sun- 
day News, with a 400 line monotone 
insertion in ten major-city Sunday 
papers of the metropolitan group. 

Also, as a part of the back-to-school 
consumer activity, the company will 
publish two 400 line black and white 
juvenile shoe advertisements, for suc- 
cessive weeks, to an expanded list of 
83 daily metropolitan newspapers. In 
addition, the promotion includes display 
material, direct mail and newspaper 
mats for local use by dealers. 

The entire back-to-school Sundial pro- 
motion is integrated with its overall 
Fall consumer advertising program, 
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which starts August 26 in its 83-paper 
newspaper list, continuing through the 
fall selling season. The other insertions 
in the schedule will feature men’s and 
women’s shoes in addition to Sundial’s 
juvenile lines. 

The company is a division of the 
International Shoe Company, and Hoag 
and Provandie, Inc., Boston, is in charge 
of its advertising. 





Plans European Trip 


LYNNFIELD, MASS. — John E. 
Harriss, well known in the industry as 
head of the International Advisory Ser- 
vice which he organized soon after the 
end of World War II, will leave here 
soon for his annual visit to Europe. He 
plans to cover France, England, Scot- 
land and Eire, and will return home 
late in October. The service is designed 
to give American businessmen counsel 
and advice on foreign markets and to 
supply foreign businessmen with infor- 
mation on American developments. 


Fashion Coordinator Named 
By Hamilton, Scheu & Walsh 


ST. LOUIS—Harry Benningson, vice 
president and general manager of 
Hamilton, Scheu & Walsh Shoe Com- 
pany, has announced the appointment 
of Elinor Bohle as New York fashion 
coordinator. Miss Bohle, he said, also 
will contribute much to the styling of 
the company’s Penaljo line. 

Miss Bohle is weil known in shoe 
circles, having been with Carlisle Shoe 
Company at one time and, more recently, 
with Oomphies, Inc., of New York City. 
She will make her headquarters there 
at a fashion office to be established soon 
by this well known St. Louis manu- 
facturer. 





Appointed Advertising 
Manager Of Hosiery Company 


PHILADELPHIA—William M. Bar- 
stow has been appointed director of 
advertising and display for J. W. Lan- 
denberger and Co., for the principal 
products of the company consisting of 
Randolph knit socks and anklets for 
children, women and boys; Tru-Last 
square toe socks for infants and chil- 
dren; and Footlets, the invisible foot 
protector. Mr. Barstow will continue 
to sales manage the Southeast. 


Miss Secretary of 1948 
Wears 4B Shoe 











los Angeles.—Seymour Fabrick, Presi- 
dent of the Vogue Shoe Co., Los Angeles, 
Is trying on a pair of Hollywood Skooters 
metalilics for Miss June Dry, chosen Miss 
Secretary of 1948. 

Miss Dry, from Reading, Pennsylvania, 
won the title, along with screen and radio 
tests, in a competition held in Los Angeles. 
Mr. Fabrick presented the winner with 
several pairs of shoes, and commented: 
“What a shame the movies got hold of 
her—she wears a perfect 48." 
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Douglas Plant Inspected by Argentinians 





Left to right—M. S$. Rosendhal, Retail Stores executive, W. L. Douglas Shoe Company; 
Senor Fernando Errecart, Argentine Consul in Boston; Senator Diego Luis Molinari, 
head of Argentine Trade Mission; Senor Pecro Baridon, personal representative of 
President of Uruguay; Senor Guilerme Mackintosh, Argentine Consul-General in New 


York City; and Senor Alberto Caprille. 


BrocKToN—Senor Diego Luis Moli- 
nari, the Argentine senator, and his 
party of five visited Boston recently to 
find out whether Argentina should con- 
tinue to ship her wool through the port 
of Boston or change to the port of New 
Orleans. 

One extra curricular but important 
item on the senator’s agenda was a visit 
to a modern shoe manufacturing plant, 
and the W. L. Douglas Shoe Company 
in Brockton was chosen. 

Senor Molinari arrived in Brockton 
accompanied by Senor Pedro Baradon, 
a personal representative of the Presi- 
dent of Uruguay; Senor Fernando Er- 
recart, Argentine Consul in Boston; 





To Distribute Canadian 


Footwear in West 


BOSTON—Philip Bennett, in charge 
of sales and distribution in the United 
States for the Great West Felt Com- 
pany of Elmira, Ontario, Canada, an- 
nounces the appointment of Currin 
Green Shoe Manufacturing Company of 
Seattle, Washington, as distributors for 
the complete line of Great West Felt 
Company footwear for the states: of 
Washington, Oregon, Montana and 
Idaho and for Alaska. 

Mr. Bennett has just returned from 
a country-wide trip during which he 
visited distributors and retailers of 
shoes in the large marketing centers. 





Shoe Manufacturer to 
Occupy New Factory 


NEWPORT, ARK.—The Newport In- 
dustrial Development Association has 
completed plans for construction of a 
factory building in Newport for occu- 
pancy by the Trimfoot Company, a shoe 
manufacturing firm with temporary 
quarters at the Newport airport. 

According to P. H. Van Dyke, chair- 
man of the board “a the wt ig In- 
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Senor Gullerme Mackintosh, Argentine 
Consul General of New York City and 
Senor Alberto Caprille. They were met 
at the Douglas offices by M. S. Rosen- 
dhal, Retail Stores Executive, who ex- 
tended the greetings from the firm. 
The entire group was then conducted 
on a complete tour of the factory build- 
ing by Robert B. Holmes, Industrial Re- 
lations Manager of the Douglas com- 
pany. Senor Molinari and his party 
were impressed with the modern fac- 
tory facilities and there is a general 
feeling of optimism that the port of 
Boston - authorities have presented a 
strong case that will not be rejected. 


E-J Workers Plan Big 
Labor Day Celebration 


ENDICOTT, N. Y.—Endicott John- 
son workers’ annual Labor Day cele- 
bration will include circus acts, a talent 
show, a square dance competition and 
a fireworks display this year. Plans 
for the event have been made by a spe- 
cial Labor Day committee of the En- 
dicott Johnson Athletic Association. 
Harold Egan was elected chairman of 
the committee. Byron Bradbury is sec- 
retary and Fred Brewster treasurer. 

The affair will begin at 9 a.m. Labor 
Day in EnJoie Park. It will continue 
until the fireworks display at about 
10 p.m. Other features of the program 
will be sports contests and band con- 
certs. 


New Company to Make 


Infants’ Shoes 


BINGHAMTON, N. Y. — Country 
Cousins Shoe Corporation, 220 State 
Street, has been organized to manufac- 
ture infants’ cement process shoes. 

Grant Bishop, head of the company, 
formerly was with Endicott-Johnson 
ge for 23 years. 
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Victor M. Lootens Joins 
Vaisey-Bristol Shoe Co. 


ROCHESTER, N. Y. — Samuel B. 
Vaisey of the Vaisey-Bristol Shoe Com- 
pany, manufacturers of Jumping-Jack 
shoes for children, has recently an- 
nounced the appointment of Victor M. 
Lootens in a general executive capacity. 





VICTOR M. LOOTENS 


Mr. Lootens is a graduate of Cani- 
sius College in Buffalo, New York, and 
holds the Dartnell Gold Medal award 
in Dartnell’s International Letter Writ- 
ing Contest of 1945 and 47. 

Mr. Lootens brings a wealth of dealer 
relations experience to the Vaisey- 
Bristol Shoe Company from the position 
he recently resigned in’ the advertising 
and sales departments*of the Aeolian 
American Corporation, which he had 
held since 1935. 


Craig L. Brown Added to 
Selby Sales Staff 


PORTSMOUTH, O.— The Selby Shoe 
Company announces the addition to 





CRAIG L. BROWN 


their sales staff of Craig L. Brown; who 
will cover the California territory sell- 
ing the Styl-Eez line. 

Mr. Brown, who has had several years 
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BOWLING SHOES 











LITTLE WAY CONSTRUCTION 
ESPECIALLY LOW PRICED 


No. 780—MEN’S BLACK 
Smooth Leather $3.10 
No. 781—SAME IN SMOKED 
$3 





ELK 
No. 782—LADIES’ BLACK - 
Smooth Leather $2.85 
No. 783—SAME IN SMOKED 
SIZES: MEN’S—6!> to 12. 
LADIES'—4 to 9 


Terms: 2/10 Net 30 
immediate Delivery: Send for Catalog 


ARNOFF SHOE COMPANY 

















EDUCATIONAL 








FOOT SURGERY 
AND CHIROPODY 


APPROVED FOR VETERANS 
Write for Bulletin AT 
NORTHWESTERN INSTITUTE OF 
FOOT SURGERY & CHIROPODY 
185 No. Wabash Ave., Chicago 1, Ill. 
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International Shoe 
Earns Lower Net 


St. Louis.—Net profit of the Inter- 
national Shoe Company was $6,949,- 
461 for the six-month period ending 
May 31, it was disclosed in a mid- 
year report mailed recently to the 
company’s 11,000 stockholders. The 
figure compares with a net of $8,234,- 
197 for the first half of the last fiscal 
year and with a net of $14,002,017 
for all of last year. 

Earnings per share, while lower than 
the $2.42 for the first six months last 
year, held at the approximate level 
of the full year 1947. Earnings for 
the first half of this fiscal year were 
$2.04 per share, against earnings of 
$4.11 for the full year 1947. 

Dividend for the six months was 
$1.50 per share on the 3,400,000 shares 
of common stock, as compared with 
$1.05 for the same period last year. 

Shoes produced during the six-month 
period ending May 31 represented a 
7 per cent increase in volume over the 
same months last year. Sales of shoes 
totaled $115,371,170, or an increase 
of $1,640,991 over the same period 
last year. Total value of products, in- 
cluding leather and other materials 
produced for the company’s own use 
in manufacturing shoes, was $164,- 
465,678 for the six months as com- 
pared with $159,061,706 for the cor- 
responding previous period. At the 
same time, net profit decreased from 
7.2 per cent to 6 per cent of sales, 
and from 5.2 per cent to 4.2 per cent 
of product value. 

The company reduced its shoe prices 
approximately 5 per cent last March 
22. Immediately applied to all un- 
filled orders, this price change repre- 
sented a reduction of approximately 
$1,000,000 below prices at which orders 
were taken. 

“A subsequent increase in wage 
rates and in the cost of raw materials 
required the restoration of part of this 
reduction, effective on Fall orders,” 
the report stated. “The net result of 
the company’s price changes during 
the first half of its fiscal year is lower 
prices on the great majority of its 
fall 1948 lines than those at which 
the Spring 1948 lines were offered and 
sold.” 

Concluding their summary of re- 
sults for the half-year period, Frank 
C. Rand, chairman of the board, and 
Byron A. Gray, president, told stock- 
holders: “Our factories have run 
steadily and the number of orders 
for the Fall season placed by our 
customers in recent weeks reaffirms 
the soundness of the expanding pro- 
gram in which we are engaged.” 





Brauers on Trip to Orient 


ST. LOUIS — A. J. Brauer, Sr., and 
5 Max 
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SLIPPERS 








FOR MEN FOR WOMEN 


THE KING SLIPPER 


In 1000 Fine Stores 
Throughout America 


King Slipper Mfg. Co. 


1160 Washington St., Boston, Mass. 














BOYS’ COMBAT BOOT 








BOY'S COMBAT 
BOOT 


No. 2801 


Selected Brown Smooth 
Leather Uppers. Heavy 
Black Rubber Soles and 
Heels. Perfect for tuff 
weather. 


SIZES 2! to 6 





$3.85 
‘ Terms: 2/10—N/30 
SEND FOR COMPLETE CATALOG! 








ARNOFF SHOE CO.,INC., 101 Duane St.,.N.Y.C 








ACROBATIC SANDALS 











ff Black, red 


white, fawn, 
green and blue 
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WORK SHOES 








Men's Popular Priced Work Shoes 
hen’s Steel Toe Safety Shoes 


Union Made 
GOODWILL SHOE COMPANY 








Holliston, Massachusetts 
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BARIS SELLS 


Quelity Shoes frem Surplus 
Merchondise. Better for Less 
BARIS SHOE CO., Inc. 
WOrth 2-5180-1 
70-£1 Reade St. New York 7, N. Y. 














WESTERN BOOTS 








BOY'S WESTERN 
BOOT 
No. 2802 
Brown Smooth Leather 
Uppers. Brown Sturdy 
Cord Soles and Heels. 
Leather Mid-Soles. 
Goodyear Stitch 


Con- 
struction. Ideal for all 
Weather. 


$5.25 
Terms: 2/10—N/30 
SEND FOR CATALOG! 





SIZES 3 to 6 








ARNOFF SHOE CO.,INC., 101 Duane S#.,N.Y.C 





RHINESTONE CREATIONS 











To Make Casual Shoes 
In Norway, Me. 


NORWAY, ME.—The Francine Shoe 
Co., formerly located at Pittsfield, N.H., 
has taken over space here previously 
occupied by the Wilner Wood Heel Co. 
The firm will manufacture low-priced 
women’s casual shoes and plans an 
initial daily production of 1,000 pairs. 

Burton A. Shaw, formerly with the 
Norway Shoe Co., will be superinten- 
dent, and Harold J. Nevers will serve 
as purchasing agent. Norman Izenstatt 
will continue as general manager. 





New Salesman Joins 
Tico Shoe 


NEW YORK. — The Tico Corpora- 
tion, Duane Street wholesaler, an- 
nounces the addition to their sales staff 
of David Jack Youell who will sell the 
Tico line of casuals and novelties in 
Ohio and Michigan. Mr. Youell, who 
will make his headquarters in Detroit, 
has had wide retail experience. 





W. J. Liggett Appointed 


Eby’s Sales Representative 


PHILADELPHIA — Eby Shoe Cor- 
poration of Ephrata, Pa., makers of 
children’s shoes, has announced the ap- 
pointment of W. J. Liggett, of this city, 
as its sales representative in New Jer- 
sey and New York State, excluding 
Metropolitan New York City and Brook- 


lyn. 





Shoe Repair Departments 
Being Enlarged 


ALBANY, N. Y.—The growth in the 
last few years of shoe repair depart- 
ments in shoe stores and shoe depart- 
ments in larger stores in the Albany 
area, is the result of the high cost of 
shoes, shoe dealers say. 

Albany’s two largest department 
stores have enlarged their repair de- 
partments and the largest store, Whit- 
ney’s, reported recently about 75,000 
pairs of shoes repaired in the year end- 
ing July 1. Special repair bargains are 
offered frequently in newspaper adver- 
tising. 





Marcus Now Head of 
Mandel Bros. Merchandising 


CHICAGO. — Ben Marcus recently 
was appointed executive assistant for 
merchandising of Mandel Brothers, it 
has been announced by Colonel Leon 
Mandel, president. This announcement 
was concurrent with that of the resig- 
nation of Bert Fishel as general mer- 
chandise manager. 

Mr. Marcus will work directly with 
the division merchandise managers, a 
return to the system used by the com- 
pany in previous years. Eugene Scott 
has been named executive assistant for 
sales promotion, assuming the duties 
that had been performed by Mr. Mar- 
cus as sales promotion manager. 
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The latest revised edition of 
THE SHOE AND LEATHER 
LEXICON — the 14th — is 
available again! 













This illustrated glossary of trade 
and technica! terms serves a 
very useful purpose for it is filled 
with helpful information. It is a 
steady source for your daily ref- 
erence and your constant “tool 
of the trade.” 


The Shoe and Leather Lexicon 
75c¢ per copy, prepaid 
BOOT and SHOE 


RECORCER 100 East 42nd Street 
New York 17, N. Y. 











Chiropodist Criticizes 
Women’s Shoe Choices 


SPOKANE, WASH. — “The gals will 
still sacrifice comfort for appearance,” 
flatly declared Dr. E. P. Erickson, of the 
Washington State Chiropody associa- 
tion, before a meeting of the Eastern 
Washington Chiropody association held 
here at the Spokane Hotel. 

And the doctor had some statistics to 
back up his assertion, for he showed 
the assemblage a national survey which 
revealed that women still wear the more 
stylish shoes, despite the health aspect. 
He quoted the survey as recommending 
the making of orthopedic shoes as style- 
ful as possible. 





Beck Plans New Store 


HARRISBURG, PA.—A permit for 
a new building for the A. S. Beck Shoe 
Store with frontage in Market Square 
and at Market Street and Court, has 
been issued by the City Building Inspec- 
tor’s Office. 

The Beck permit is for a two-story 
brick structure and for remodeling the 
three-story structure at 5 North Second 
Street in Market Square. Cost was 
given as $140,000 for the planned con- 
struction. 
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Anniversary Brochure Praises RJR Dealers 


An unusual piece of shoe literature 
has come across this publication’s desk. 
On the occasion of its 50th anniver- 
sary, Roberts, Johnson & Rand, divi- 
sion of the International Shoe Com- 
pany, published an elaborate brochure 
titled “The First Fifty Years”. But 
this booklet was far different from 
the usual run-of-the-mill type of thing 
so commonly seen in events of this 
kind. I[t’s a strikingly beautiful book, 
large in size and has a heavy gold 
cover tastefully presented. But it’s 
really the contents of the brochure 
that make it outstanding. There is 
just a minimum of space devoted to 
“company history” and anniversary 
background . . . the rest of it is de- 
voted to matters important to RJR’s 
dealers. And woven into the entire 
story and presentation is the manu- 
facturers’ appreciation of the dealers’ 
part in making the company so suc- 
cessful today. 

One section of the brochure talks 
of nationally advertised brands and 
describes the growth of the advertis- 
ing promotions behind them. One para- 
graph expresses this quite dramatical- 
ly by saying ... “Brands that, more 
than just ‘nationally advertised’, are 
in national demand.” 

Another section charts the Inter- 
national Shoe Company’s resources 
. . . 36,000 employees, 58 factories, 
11,000 stockholders. There is an inter- 
esting picture tour of Roberts, John- 
son & Rand’s home offices in St. 
Louis. These photos take the reader 
step-by-step through every phase of 
office procedure from the time the 
dealer’s order for shoes is taken... 
through and up to the actual shipping 
of the shoes. 


“ 


heads. These are described as “a 
team, whose prime objective is to help 
dealers sell shoes to the public.” The 
copy states: “To those of you who 
have previously met them only as 
signatures on a letterhead . . . We 
present the department heads of 
Roberts, Johnson & Rand. They and 
their staff are at your service!” 

Other parts of the book reveal per- 
tinent facts about company operation 
and activity of the 8,600 dealers who 
sell their shoes. While the industry 
as a whole suffered a shipment d2- 
crease of 10 per cent in 1947, Roberts, 
Johnson & Rand had an increase of 
37 per cent. Twelve and a half million 
pairs of shoes were sold in that year. A 
giant chart shows the shoe pairage 
sold from 1898 up through 1947. This 
summarizes the fact that a billion 
dollars (wholesale) in shoes have been 
sold during the company’s first fifty 
years. There is a description of RJR’s 
research and controlled manufacturing 
operation. Another tells of the mer- 
chant’s service department and its as- 
sistance to dealers. 

In the closing pages management 
again gives praise to those responsible 
for the company’s success .. . “We 
want to express our gratitude to the 
dealers who sold our shoes, to the em- 
ployees who made them, to the con- 
sumers who bought them. Their con- 
tinued loyalty and support caused our 
growth, inspired our efforts toward 
constant improvement of value and 
quality.” 

Copies of the brochure were dis- 
tributed to dealers and company em- 
ployees in celebration of RJR’s first 
half-century of progress. The publi- 
cation was prepared by Krupnick & 
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HUNTING BOOTS 








BOY'S HUNTING 
BOOT 


No. 2803 
Brown Smooth Leather 
Uppers, Rubber Soles 
and Heels, Knife Pocket. 
Moccasin Toe. 

SIZES 2! to 6 


$4.60 
Terms: 2/10—N/30 
SEND FOR CATALOG! 


ARNOFF SHOE COMPANY 


PRICE TICKETS 




















PRICE TICKETS bring sales! 


Many Colors—109 prices to choose from 
WRITE FOR FREE SAMPLES 
MERCHANT'S SERVICE DEPT. C 


BOOT AND SHOE RECORDER 














There is a page that shows the Associates, Inc., RJR’s St. Louis ad- 
company’s key people and department  vertising agency. 1 Sy. SEE Se. ae # 
Cheyenne Store Wins Award  sfock Pca ny — — Shoe Products Expert 

x ° e . 
With Lone Ranger Display ‘ country has already Promoted by Goodrich 


ST. LOUIS—Some of the first oZ- 
ficial Lone Ranger cowboy stock pairs 
to come out of Endicott Johnson’s West- 
ern Juvenile factory in Binghamton, 
N. Y., were shipped via air express 
to Flory Shoe Company, Cheyenne, Wy- 
oming, to be on hand for the celebra- 
tion of the fifteenth anniversary of the 
Lone Ranger radio program. 

A complete window featuring Lone 
Ranger boots, the elaborately colored 
cartons, and Lone Ranger masks, drew 
city-wide attention to this new line of 
colorful children’s boots, and won for 
the Flory Shoe Company one of the 
silver cups awarded to stores in Chey- 
enne for outstanding displays on the 
occasion. 

The appeal of the “Lone Ranger” 
name, known to both children and 
parents in the vast listening audience 
of the popular Lone Ranger program 
of the air, had the anticipated effect on 
the young cowboys and cowgirls of Lone 
Ranger Frontier Town. The limited 
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caused the company to increase pro- 
duction. 


Foam Rubber Sole Test 
Devised for Customers 


CHICAGO. — Wellco’s patented 
“Foamtread” soles were given on-the- 
spot tests by visitors to The Fair, 
Chicago department store, recently. In 
the belief that their foam rubber soles 
cannot be properly judged by walking 
on the usual carpets, officials of the 
Wellco Shoe Corporation, Waynesville, 
N. C., designed a hardwood board to 
do the job where their shoes are sold. 

The Foamtread sole, which is pro- 
tected by patents in the United States 
and in foreign countries, features a 
foam rubber midsole flanked by a flex- 
ible leather insole and a leather out- 
sole, with special insulation between 
the foam rubber and the insole. The 
leather upper is laced to the insole, 
and the foam rubber, composed of ap- 
proximately one-third rubber and two- 
thirds air, does not touch the foot. 





AKRON, O. — Charles H. Caldwell 
has been appointed sundries sales pro- 
motion manager of The B. F. Goodrich 
Company, it is announced by Frank T. 
Tucker, director of advertising. 

With the company’s sales promotion 
departments since 1944, Mr. Caldwell 
is a graduate of the Robert Morris 
School of Business and took special 
studies at the Retail Research Bureau 
of the University of Pittsburgh. 

Caldwell has been handling sales 
promotion for the company’s shoe prod- 
ucts for the last 18 months and will con- 
tinue in that capacity in addition to 
his new duties. 





American Oak Leather Co. 
Names Advertising ‘Agency 
CINCINNATI — The American Oak 
Leather Company, Cincinnati, has re- 
tained Haehnle Advertising, Dixie Ter- 
minal Building, Cincinnati, as adver- 
tising counsel, effective August 1, 1948. 
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SALESMEN WANTED 


OPPORTUNITY no suas 
SOLID AND SUBSTANTIAL To represent Manufacturer of 
High Grade Misses’ and Chil- 
FUTURE dren’s Stitchdowns in the fol- 
: lowing territories: 
One of the largest and oldest manufacturers of rubber and fabric footwear A. Mid-Atlantic States 


has openings for several high-grade young men between 25 and 35 years 
of age with retail footwear experience who want to start a road selling B. Southeastern States 

career. One that offers a future with security and good living. Where Must be of excellent reputation, 
there is no “closed season.” Where there is variety instead of routine. thoroughly experienced, am- 


Where earnings can be increased in proportion to effort put forth. bitious, and have a following 
among volume Buyers. Please 


Write — Tell us all about yourself (in confidence) in your first letter to stat x d 
Address #618, care Boot & Shoe Recorder, 100 East 42nd Street, New taped onpersence, past an 
York 17. N. ¥ present connections, references. 
» N. Ff. All replies treated in strict con- 
fidence. 





Address #634, care Boot & Shoe 
Recorder, 100 East 42nd Street, 
New York 17, N. Y 




















SHOE SALESMEN WANTED WOMEN’S HISTYLE SPORT OXFORDS, 
r = rres aps, etc. becca — medium 
Exceptional opportunity for aggressive men with good following to earn — or —e Ee ae ae 
substantial money with a long established distributor of Women’s fast eee see ‘, = 'k — Bitees a — 
selling casuals and style shoes, retailing from $3.95 to $8.95. 42nd Street, New York 17, N. Y. 
ee ee: SALESMEN WANTED 
Texas Minnesota ent 
Oklahoma North Dakota ansas : 
Louisiana South Dakota Nebraska To Sell Fast Styled Women’s In- 
Illinois Indiana Arkansas Stock Line of Fashion Footwear in 
Wisconsin Kentucky Montana Michigan, in Minnesota and Wis- 
lowa —- Meotend consin, in Indiana and Ohio, and in 
Utah Florida Delaware Iowa and Nebraska. Line well es- 
Colorado Alabama Michigan tablished in these territories and 
California Mississippi : a Voek offers permanent and profitable con- 
— Wahine D.C. New | Soran a nection. If you have had road or 
Virginia Nevada . New Mexico.. Retail Shoe Selling Experience, 
West Virginia write giving age and amount of ex- 
perience. Address: 
Please submit details, include photograph if possible. Only experienced 
shoemen need apply. Non-competitive lines may be carried. SHU-STILES, INC 
1214 Washington Avenue 
Address Box 681, care BOOT & SHOE RECORDER, 100 East 42nd Street, New York 17, N. Y. . 
St. Louis 3, Mo. 














CLASSIFIED ADVERTISING RATES 


The rate for undisplayed classified advertising is 12 cents a word under any of our classified headings. When a box 
number is desired, addressed to any of our offices, 12 words must be added for this and charged at the word rate. If 
advertiser’s own name and address is used, count each word (street-number is one word) at word rate. Classified adver- 

d check or money.order with your..cepy,No accounts are-opened_for-classified ‘ad... 
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SALESMEN WANTED 


SALESMEN WANTED 


SIDE LINE SALESMAN WTD. 











SALESMAN 
WANTED 


for 





Children’s | 
Misses’ Shoes 


In Michigan and Indiana 


This Man has a rare opportunity to 
represent a Nationally Respected | | 
and Nationally Advertised Line of 
Classic Children’s Shoes. Must now | | 
be living,in the territory. Must be 
an experienced Shoe Man. Write in 
full confidence. , 


Address Box 671, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








SALESMAN WANTED 


For Manufacturer’s Outstanding Line of 
Men’s. Welt Moccasin Type Shoes. All 
territories open. Carrying three samples 


necessary. 
BENJOE SHOE COMPANY, 
117 Clifton Avenue Clifton, Mass. 


GOOD SHOE 
REPRESENTATIVES 
WANTED 


One of the Largest concerns 
manufacturing California ——— 
has representative openings 
Delaware, Kentucky, Virginia, 
West Virginia, Washington, 
D.C., North Carolina, South Car- 
olina, Kansas, Misouri, and Ne- 
braska. 


Wonderful proposition. Commis- 
sion basis. Should have Show- 
room or office, or be in a position 
to obtain same. Outstanding op- 
portunity for experienced, ag- 
gressive, live-wire salesman. 
When applying, state full par- 
ticulars. 


Address Box 672, care BOOT & SHOE Peyeee 
100 East 42nd Street, New York | 








WANTED 


Salesmen to carry manufacturer’s line of 
In-Stock and Make-up novelty women’s 
Slippers and leather casuals, nationally ad- 
vertised to retail for from $3.00 to $5.00. 
Territories open: 

North and South Carolina 

Georgia, Florida and Alabama 

Virginia, West Virginia and Tennessee 

Southern Ohio and Kentucky 

ndiana 

Minnesota and North Dakota 

Montana. 
This is an excellent companion line to a 
line of better grade women’s street shoes. 
Write qualifications. 
Address Box 638, care Boot & SHOE ee 

100 East 42nd Street, New York 17, N. 











REAL OPPORTUNITY 


Well Established Territories Open 
1. Part of Philadelphia, and 
New Jersey. 


2. Eastern and Central Penn- 
sylvania. 

3. North and South Carolina. 

4. Alabama. 


Top drawing to men with prov- 
en ability. Must travel by car. 
Give full particulars regarding 
age, experience, etc. All replies 
are confidential. 


A. MELTZER 
__ (Welt © Pedic Shoes) 
* 98 No. 4th Sevéeva ci etapon 
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NATIONALLY KNOWN MANUFACTURER OF 
TIONALLY ADVERTISED 
OMEN’S NOVELTY LINE 
Has PaO in opportunity for experienced shoe 
salesmen for New York, Pennsylvania. California 
ONLY EXPERIENCED MEN NEED APPLY. 
DEP’T STORE FOLLOWING PREFERRED. 
—— Personal data, experience, include recent 
oto. 


Address: Box No. 653. care Boot and — 
Recorder, 1221 Locust Street” St. Louis. 














GALESMEN For In Stock Jobber—Infants’ 
Finest Prewelts, “Tumblers” Men’s Dress 
Oxfords and High Shoes. Robert Findley” 
Children’s and Growing Girls’ Oxfords; Men’s 
Work Shoes; Slippers; and Rubber Footwear. 
Full time or Side Lire. Straight Commission. 
All territories open. SCHWARTZ FOOT- 
bg oe CO., 419 No. Water Street, Milwaukee 
4+, Wisc. 





WANTED HIGH TYPE REPRESENTA- 

TIVES now calling on Children’s Shoe 
Stores, to carry established novelty as sideline. 
Would consider capable women who accompany 
their husbands on the road. Largest firm of its 
kind in the world. Write, giving present and 
past connections and territory now covered. 
Address #668, care Boot hoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 


SIDELINE SALESMAN 


To Men Now Calling on Better Grade 
Stores. Here is a Strong Side Line, a 
Nationally Known Brand of Smart, Dressy, 
Juvenile Shoes, Retailing $5.95 to $6.95. 
Several territories open. Write in confidence. 


Address Box 666, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











WANTED: SIDELINE SALESMEN TO 
REPRESENT MANUFACTURER of 
Fast Selling Line of Insoles, Arch Supports and 
other Specialties. Real opportunity to increase 
earnings $50. to $100. weekly—Liberal com- 
missions. Write or wire for full particulars, and 
free sample kit. Address #680, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 





ANTED: EXPERIENCED SALESMEN 

who are interested in making some extra 
money on Women’s Outsize Fashion Shoes, as 
a sideline. Address: Box #669, care of Boot 
and Shoe Recorder, 1221 Locust Street, St. 
Louis 3, Mo. 





SIDELINE SALESMAN 


America’s No. One $5. Retail Branded 
Line; Goodyear Weit Child’s and Misses’ 
Shoes; in stock service; all Widths. A per- 
manent, repeat, money-making connection 


Resident men, non-conflicting lines. Most 
territories open. Write fully. 


Address Box 665, care BOOT & SHOE RECORDER 
100 East 42nd Street. New York 17, N. Y. 











ANUFACTURER OF METAL, RHINE- 


STONE AND CUT STEEL SHOE 
BOWS desires salesmen callit ® on Ladies’ 
Shoe Trade, to carry on small tray of terrific 
Metal Ornaments. RHINESTONE CREA- 


TIONS, 751 No. 39th Street, Philadelphia 4, Pa. 





ERRITORIES OPEN for Experienced Sales- 


men selling to Shoe Stores and Department 





Stores, New L ~~ Infants’ Soft Soles, 0 to 3; 
first step 1 to Top Quality Designs, Leathers 
and lls Po iB At_onee delivery from In 
Stock Department. Eacellent “Commission ar- 
rangement. In your letter give information about 
yourself, selling experience, Line you carry; 
territory you cover; and references. You'll 1 have 


Address 2683 .. 


complete details in our reply. 
100 East 42n 


care of Boot & Shoe Recorder, 
Street, New York 17, N. Y. 





BUSINESS OPPORTUNITIES 





WANTED: EXPERIENCED SHOE FIT- 
TERS who are interested in making some 
extra money by taking special orders, in_ their 
spare time on Women’s Outsize Fashion Shoes 
Address: Box 2670, care of Boot and Shoe 
Recorder, 1221 Locust Street, St. Louis 3, Mo 





FAcToRY FOR SALE OR RENT; Located 
near Haverhill, Mass., making complete line 
Infants’ Single Sole Stitchdowns and Children’s 
and Misses’ Californias. Now operating. selling 
volume trade; Making 10 Cases daily; Capacity 
35 Cases. Low overhead, with adequate labor 
supply. Reason for disposal absentee owner. 
Address: #667, care Boot & Shoe eee. 
100 East 42nd Street, New York 17, N. Y. 
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LINE WANTED FOR SALE 
FOR SALE: OVERSTOCK INVENTORY 
MANUFACTURERS on Suedes of the 80¢ and 85¢ grade, Elks, 


West Coast Shoe Travelers Associates have capable 
salesmen in their organization te represent your 
company. All territories Denver West. If you ad 
openings in above territories communicate at once 
with our Association. WEST COAST SHOE 
TRAVELERS ASSOCIATES, ROOM 320, HAAS 
BLDG., 219 WEST SEVENTH STREET, LOS 
ANGELES 14, CALIF. 











ANTED: OUTSTANDING LINE OF 

WOMEN’S PLAY SHOES to retail by 
the Volume trade at three and four dollars, by 
a well-known salesman, with office and sample 
room centrally located in the heart of St. Louis’ 
Shoe District. Manufacturer must be reliable 
and be in position to give the right kind of ser- 
vice on Volume business. Address: #673, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 





UNUSUAL OPPORTUNITY 
FOR ALERT MANUFACTURER 
Former Shoe Buyer, young man, with ex- 
cellent mal contacts Volume Buyers, 
all sralen, Chain and Department Store 
field, would like to represent manufacturer 
of meritorious => - gg Line, New York 


Address Box 682, bom ore BO T & SHOE +.) 
100 East 42nd Street, New York 17, 














HELP WANTED 








SHOE CHAIN 
DISTRICT MANAGER 
Needed to Su Stores in Oregon and 


pervise 

Idaho. Must be a seasoned Shoe Man, Ex- 
perienced in Supervising Stores and Hand- 
ling Personnel, good Window Display man. 
Attractive salary. State details of back- 
ground, experience, prior employment and 
present connection in first letter. 
Address Box 677, care BOOT & SHOE 5 

100 East 42nd Street, New York | 








EXPERIENCED MANAGER 
WANTED 


For High Grade, Modern Family 
Shoe Store, Located in the South- 
west; doing $400,000 yearly busi- 
ness. Must be capable and 
thoroughly experienced Manager. 
Southern or Western Man pre- 
ferred. Salary on percentage and 
profit sharing basis, with a yearly 
guarantee of $8,500. State age; com- 
plete shoe history; References, and 
send photograph with application. 


Address Box un oe. care BOOT & SHOE 1. om 
100 East 42nd Street, New York 17, N. 














POSITION WANTED 








LLY EXPERIENCED SHOE STORE 
AND DEPARTMENT MANAGER desires 
position in East. en all phases of — 
ation. Ad #679, care Boot & Shoe R 
corder, 100 East 42nd Streets New York 17, NA Y. 





BUYER: 25 Years’ Experience in Retail Shoe 
Business; Age 42; Married; Good Educa- 
tion ; Excelient Executive ; Knows thoroughly 
pe i ae ble. rola "#676 
— Now availa ess: 
care Boot & Shoe Recorder, 100 East 
Street, New York 17, N. Y. 
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Threads, Bobbins; 27,000 pair of Soles at a 


reasonable price; Lockstitch 6, 7, and 8 cord, 
approximately 1500 Ibs., and other items too 
ae to mention. Address: #675, care 

t & Shoe _. 100 East 42nd Street, 
es York 17, N. Y. 





FOR SALE: A COMPLETE SET OF DIES 
on the Stitch-Down Type of Shennagin Type 
of Shoe; Approximately 1800 pairs of brand- 
new Lasts; Walker Dies for cutting out Soles 
AAAs and Bs; Upper Dies for cutting Sling 
Pump, Tie Oxfords, and a Shanks Smere Sling. 
These can be obtained at a reasonable price and 
were used for only approximately two months. 
Address: #674, care Boot & Shoe Recorder, 
100 East 42nd Street, New-York 17, N. Y. 





WANTED TO PURCHASE 











MY HOBBY 
Buying, Selling Shoes for 35 years 
CASH TOP PRICES 
Discontinued stocks 


HARRY HESS 
76 Reade Street New York 7, N. Ye 
Telephone: WOrth 2-896! 





What's New 


New Machine Shows Whether 
Foot Functions Normally 








Rochester, N. Y.—This electrical foot- 
print machine, developed by. Dr. R. Plato 
Schwartz and Arthur L. Heath of the Uni- 
versity of Rochester Medical School, shows 


=. 





WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH 
SHORT LEASES ASSUMED 


YOUR NAME AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 


“The House of Jobs”’ 


89 READE STREET 
New York City 
Phone BARCLAY 7-7887 








JOBS - CANCELLATIONS * CLOSE OUTS 

AND IRREGULARS FROM FACTORY 

SOURCES ONLY - FOR DETAILS WRITE 
P. O. BOX 805, 
SYRACUSE, N. Y. 








of Quality Shoes for Men Women and 


Children. 
For Cash 
BROITMAN-GAFFIN SHOES, INC. 


147 Duane Street, New York 7, N. Y. 
Telephone BEekman 3-7290 








WILL PAY CASH 


For Stock, Stores, and Leases, Penn- 
sylvania, New Jersey, Maryland or 
Delaware. 
Adéress Bex 148, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N.Y. 














vw you walk normally, or what faults 
may be causing fatigue and aches. It also 
shows faults that can cause trouble when 
you stand still. 

Dises attached to the shoe or the bare 
foot are connected by a long cable to an 
oscillograph. They measure the pressures 
and the results are printed as curves on a 
moving film. Here, Arthur L. Heath runs 
the electrical footprints machine while 
Aileen Parrish walks in wired shoes. 


New Plastic Shoe Form 
On Market 


ST. LOUIS—In answer to a growing 
demand for a shoe form that can be 
used with single, double and triple strap 
shoes, the Roger Kent Company, of St. 
Louis, has perfected its V-117 “Ankle- 
Form” shoe form. 

It is claimed that this form fits al- 
most every type of shoe including low 
heels, wedgies, high heels, sling straps, 
wrap-arounds, ankle straps, etc. Being 
constructed of clear plastic, the form, 
when inserted in the shoe, simulates the 
human foot yet remains practically in- 
visible so that the trademark on the 
insole of the shoe can be read. It fits a 
range of sizes from 4 to 6%, is non- 
inflammable, and is guaranteed un- 
breakable. 

The latest Roger Kent distributor to 
be announced is McKendry-Adams, Inc., 
501 Franklin Street, Buffalo, N. Y. 
This company is now in position to 
service all accounts in Buffalo and 
Western New York on their window, 


-interior fixture and display require- 


ments in plastic. 


Buy Savings Bonds 
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WANTED TO PURCHASE 








WANTED TO PURCHASE 


MERCHANTS’ NEEDS 

















Quality Shoes for Men, Women 
and Children 
Scrupulous Protection fe 


BARIS BUYS for CA 


BARIS SHOE CO., Inc. 


New York 7, N. Y. 





i> 
» Short Term Leases Assumed 





Name and Brand since 1932 





Tel.: WOrth 2-5180 





TOP DOLLAR! 


FOR YOUR ODDS AND ENDS, CLOSEOUTS 
OR COMPLETE STOCKS 
EDDY SHOE COMPANY 
ALWAYS RELIABLE 


&6 No. 4th St. Phila. 6, Pa. 
Phone: LO 3-9533 


SELL YOUR JOB LOTS 


SAM CAMITTA & SONS 


95 Reade St., New York 13, N. Y. 
Foremost Shoe Buyers Since 1906 
COrtlandt 7-6378-9 











GET TOP VALUE 


In Selling Your 


e SURPLUS STOCKS or 
e COMPLETE STORE 


CAMITTA SHOE CO. 


120 NO. 4th ST. PHILADELPHIA 6, PA. 
Phone Lombard 3-2062 








CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 


$3 READE ST. NEW YORK 13, N. Y. 
Telephone WOrth 2-2515 

















Walter Gable to Represent 
Stacy-Adams and Casuals, Inc. 


New Yorxk.—Casuals, Inc., has an- 
nounced that their permanent sample 
room in the Marbridge Building in New 





WALTER T. GABLE 


York City will be shared with Stacy- 
Adams Company of Brockton, Mass., 
after the completion of improvements 
and remodeling. 

Walter T. Gable, who has represented 
Casuals, Inc., in the New York area 
since the first of the year, will also 
represent Stacy-Adams Company in 
metropolitan New York. 

Melville Kaufmann, president of 
Casuals, Inc., said he was happy indeed 
to welcome Stacy-Adams Company as 
a co-tenant in New York headquarters. 

“I am pleased to become associated in 
this joint venture with Messrs. Ben 
Cort and Arthur Luce, the executives 
of Stacy-Adams Company,” said Mr. 
Kaufmann. “I believe the presentation 
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of men’s fine welt shoes at the same 
time the original quality line of men's 
leisure shoes is shown by us will form 
a splendid business arrangement for 
us and all buyers who will visit our 
sample room.” 

Arthur Luce, treasurer of Stacy- 
Adams Company, made the following 
comment: 

“Our company is extremely pleased 

to announce to the trade that ar- 

rangements have been completed 
with Melville Kaufmann, of Casu- 
als, Ine., to have Walter T. Gable 
represent us jointly in the New 
York metropolitan area. Mr. Gable 
is exceptionally well fitted to assist 
buyers in their buying and mer- 
chandising of these two distinct 
lines of men’s shoes. Just as soon 
as the sample room has been re- 
modeled our shoes will be on dis- 
play at 932 Marbridge Building, 

New York City, with a constant 

attendant. Buyers are welcome to 

make this room their headquarters 
when in New York.” 





Browne Made Gen. Mgr. 
Of Burkart Shoe Co. 


ST. LOUIS.—Harold Browne, form- 
erly secretary and treasurer of Town & 
Country, has joined the Burkart Shoe 
Company as general manager in 
charge of production and promotion of 
a new line of women’s nationally ad- 
vertised casual shoes to retail at $5.95 
and $6.95. This announcement was 
made recently by Paul G. Williams, 
vice-president of the recently formed 
Burkart Shoe Company, in discussing 
the company program of expansion. 

Mr. Browne was one of the prime or- 




















Handy, durable clamp for 
displaying pairs in many po- 
sitions. No display stand $6.00 
needed. Price per dozen........ 


M. D. POLLINGER CO. 


HOLLAND BLDG. ST. LOUIS, MO. 














I lats ano Jdeds 


FOR YOUR 


NEWSPAPER, ADVERTISING. 





—if you advertise in newspapers 
write today for free samples of 


1. Sterling Shoe Mat Service 
A quarterly matrix service of 
carefully written copy, photo- 
graphs and beautiful art work 
for direct mail and newspaper 
advertising. 
® 
2. Vincent Edwards Idea Clipping 
Service 
Actual newspaper tear sheets of 
ads of shoe stores; you select 
the exact stores and cities you 
want to see or leave the selec- 
tion to our advertising staff. 


e 
VINCENT EDWARDS & CO. 

















ganizers of Town & Country in 1943. 
He has disposed of his financial interest 
which has been acquired by Virgil Lips- 
comb and C. W. Mathieson. He comes 
to Burkart with a rich background of 
shoe experience covering factory man- 
agement, promotion, and designing. 
Mr. Browne was with Dunbar Pattern 
Company from 1920 to 1935, at which 
time he organized the Browne-Tilt Pat- 
tern Compaay of St. Louis with his 
brother, Andrew Browne, now head of 
Bourbeuse Shoe Company, Union, Mis- 
souri, and Ed Tilt, now of Tobo Shoe 
Company. 
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About Shoe People 


Phil J. Wolff has been made man- 
ager of Paul Kirsh’s Rhythm Step 
Store, Westwood, Cal. He was previ- 
ously with Philip’s Bootery in North 
Hollywood, and prior to that, he was 
one of the buyers of Famous Barr in 
St. Louis, Mo. 


* * 


Joseph Schiro has recently taken 
over representation of the line of 
Charles A. Eaton Company, Brockton, 
Mass. for the metropolitan Chicago 
area. Mr. Schiro was formerly associ- 
ated with William Cohan Company and 
prior to that with Superior Shoe Com- 
pany, both of Chicago. 


zs * & 


Lawrence W. Staples, formerly con- 
nected with Bell’s Shoe Stores, Inc., 
Lynchburg; Va., is the new manager- 
buyer of the ladies’ and children’s shoe 
department of Belk’s, Columbia, S. C. 


*+ * 


Joseph Kotlen of Providence, Rhode 
Island, has announced the opening of a 
new and larger store. In addition to 
shoes, the Kotlen’s Shoe Store will 
carry a selection of accessories for men 
and women, 





* * 


Mr. and Mrs. Sam Plotkin of Scran- 
ton, Pa., recently celebrated their gold- 
en wedding anniversary. Mr. Plotkin, 
now retired, operated the United Shoe 
Store in Scranton, Pa. His four sons 
are all in the shoe business. 

* x * 


Paul Kantor who used to be on the 
road for Leverenz Shoe Company, cov- 
ering Missouri, Kansas and Colorado, 
recently opened a family shoe store in 
Bellevue, Nebraska. Mr. Kantor has 
been in the wholesale shoe business for 
the past ten years. 

* ¢ 


Manning Harris, formerly with 
Wayne Slipper Company, was recently 
appointed sales manager of Emcee 
Footwear Manufacturing Co., with of- 
fices in the Bronx, N. Y. 


+ * & 


Jean Reddick has joined Lorenz 
Bros., Inc., Iowa City, Iowa, replacing 
one of the four brothers, Robert Lo- 
renz. Frank Lorenz, Louis Lorenz and 
Albert Lorenz still operate the shoe 
store, which has recently celebrated its 
$0th anniversary. 





To Open New Store 


BINGHAMTON, N. Y.—Walter’s Shoe 
Store, 17 Main Street, has completed 
plans for the relocation of its store 
at the southwest corner of Main and 
Front streets, with the opening of the 
new store scheduled for the early part 
of September. 

A notable feature will be greatly ex- 
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Mr. Shoe Advertiser: 


YOUR FUTURE DEPENDS ON THIS MAN 


What are you doing to help him? 


He’s the retail clerk who sells your 
shoes. Right now, his customers are 
asking more and more questions. 
The answers he gives, or fails to 
give, can make or break your line 
at the point of sale. For shoes are 
no mere pick-up purchase . . . the 
best shoe made cannot be sold and 
re-sold unless it is properly present- 
ed and fitted. The clerk must know 
lasts, styles, features ... his need for 
product education is real, continu- 


ing, urgent. 

He needs help — your help. He 
Show him how to 
price resistance with a 


needs it now. 
combat 
strong story about quality, comfort, 
style. Tell him he’s not alone in this 


100 EAST 42nd STREET, 





battle for sales — that you're back- 
ing him up with strong advertising 
and sales promotion. Encourage 
him with sincere, honest, convin- 
cing, informative advertising in 
Boot and Shoe Recorder — his 
favorite business paper. Together, 
you can turn the spotlight of truth 
on confused public attitudes to- 
ward shoes . . . and light the way 
to a brighter future for the entire 





industry. 


Everybody in shoes wads 
BOOT and rd 
ecorder 
A Chilton © Publication 

NEW YORK 17, N. Y. 

















panded window display space. A deep 
lobby on Main Street will allow 72 
lineal feet of windows on that street 
in addition ‘to two large windows on 
Front street. Sales space in the new 
store will be 40 feet in depth, compared 
with 33 feet in the present store. The 
store will be air conditioned. 


Walter Haas, owner, said that the 
children’s department will be consider- 
ably expanded to care for rapidly in- 
creasing business in that field and that 
two nationally advertised lines of men’s 
shoes are being added. 


The store was opened less than three 
years ago by Mr. Haas following his 
discharge from the Army. 


Shoe Retailer Moves to 
Larger Store 


JOHNSTON City, N. Y.—Triple Cities 
Shoe Co., has opened a new store at 
254 Main Street, next door to the store 
it has occupied for the past 15 years. 
By utilizing space on three floors, the 
store has greatly enlarged its selling 
and stock space. 

The street floor is devoted mainly to 
men’s and women’s shoes. The second 
floor is being remodeled to provide a2 
children’s department, also a_ section 
for casual shoes. The basement houses 
a large stock room. 

A modern front is faced with cream- 
colored structural glass and has an 
all-glass entrance. 


Boot and Shoe Recorder 
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HERE’S THE FIRST SHOE-OF-THE- 
MONTH PROMOTION FOR FALL— 


“SKOS" 


ADVERTISED NATIONALLY 
SEPTEMBER IN 





NO OTHER SHOE GIVES YOU ALL THESE CUS- 
TOMER-SATISFYING, MONEY-MAKING FEATURES 


1 Allen Edmonds’ U-Turn Flexibility assures 
matchless comfort. 


2 Allen Edmonds’ special Nailess Osteo-path-ik 


Construction eliminates breaking in. 


3 Allen Edmonds’ unique STOCK PLAN: Cuts in- 
ventory, multiplies turnover, pyramids profits. 


WRITE — WIRE — PHONE FOR 
COMPLETE INFORMATION 


FREE MATS, DISPLAY MATERIAL 


ALLEN EDMONDS « Belgium, Wis. 


Rockies). Subject to change. 
See Classified Directory for 
Dealer. Or order direct. 
Send for booklet ““The 
Shoe of Tomorrow.”’ 

Dept. TS-6. 














D> & Ga Gee ae A Se es ae 


Skos: $16.50 ($17.00 west of the 


Let your feet loaf 
smartly in... 


“SKOS” the sport shoe you'll feel at ease in. .e 
well-dressed in anywhere! Distinctively styled 
in wild Boarhide . . . built with famous Allen 
Edmonds U-Turn Flexibility to give you new 
walking ease . . . barefoot comfort. Try on a 
pair today! 


Belgium, Wisconsin 
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J 
Are You Using 
. - 
The Magic Tickets? 
They’re the magic ingredient of Eronic’s 
Automatic Weekly Re-Sizing System! They 
mean at least 4-times-a-year turnover for 
you! You work with half the capital... 
carry fewer shoes... yet the same wide 
range of sizes and widths. That's because 
you carry only the forward stock... we 


carry the reserve for you...in America’s 
largest In-Stock range of sizes and widths! 


- 


Kg. 
630i Ff 


a 
You Save Tickets... 
packed with every pair of Eronic First-in-Fit 
Shoes, keep "em in Automatic Re-Size Box. 
Each ticket has stock number, size and width. 


Mail'’em... 

every week inthis ready-addressed postpaid 
envelope to Etonic’s big In-Stock Depart- 
ment. 


We Replace... 
your stock direct from the tickets as soon 
as they reach our In-Stock Department. 


We Write Up. s 


the order for you, send yeu a duplicate. 








Back In Stock... 


| on your shelves, in only a few days, are the 
} numbers you sold! It’s as simple as that! 
, We carry your reserve stock... you turn 
} your stock 4 or more times a year! 


Get Details of... 
Automatic Re-Sizing! 
and Big 4 Profit Plan! 


MAIL THIS COUPON. TODAY! 
SBSSSSSSRPSSSSSRSSSETERBEREEEEE 
Cuartes A. EATON COMPANY 
Brockton 64, Mass. 

Please send me details of the Etonic 
Big. 4 Profit Plan and Automatic Re- 
Sizing. 


Store 





Buyer 
Address 
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ETONIC 
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“Double Weather-Sealed’!* So Water Stays Out! 


They're the biggest shoe news in America...and only Etonic 
makes them! 18 different new rugged “Double Weather-Sealed’™* styles 
— with leather soles and sole seams waterproof-vulcanized by Etontc’s ex- 
clusive Belgian Process... with rubber midsoles for extra protection, 
extra Cushioning! Wear them in rain, snow or slush— you don’t need 
rubbers. Water stays out, feet stay dry! No other shoes like them in 


America! And only Etonic has .1em—in America’s finest fit! + pat PeNo 


Notionally advertised 


in Esquire 


MADE IN THE BOOTSHOP OF CHARLES A. EATON, BROCKTON, MASS Fine Bootmakers Since 


















*CELAST! 


aly 


- Here’s a shoe with a Celastic box toe that was imbedded 
in a cake of ice for 64 hours. When it was removed the toe 
still maintained its lasted contours. . . further evidence of j 
the support and durability which Celastic gives the toe of the 


shoe in wear. 


MATCHED PAIRS... trim on the foot — true to the last ' 
BOX TOES 


Unitep SHOE MAcHiINeRY CoRPORATION - BOSTON, MASSACHUSETTS 


*CELASTIC” is a registered trade-mark of the Celastic Corporation 





WHO'S 


Wht Argeotlew Meare 


IN YOUR BOY’S DEPARTMENT ? 





d GERBERICH’S 


sl 


GIVES THE LITTLE FELLOW A BREAK! 


Every DAY boy’s shoe retailers lose sales and send potential life-time customers 
out of their stores into those of competitors smart enough to realize that the 
“small fry” trade is big enough to warrant styles and sizes all their own. The 
12'%-3 juvenile size run, so often ignored by retailers, is the real starting point for 
a successful boy’s business. 


Don’t feel too sorry for these customers . . . after all YOU are the real “Forgotten 

Man” in your boy’s department . . . unless of course, you realtze as Gerberich-Payne 

does, that your boy’s shoe business requires comprehensive sizes from YOUTHS— 

12'2-3 to BOYS 1 to 6 and BIG BOYS 6’ to 11. With this size structure you can 

“ ; fit every boy from kindergarten right straight through to high school age. This 

SE intelligent, comprehensive size run is typical of the thoroughness that marks the 
entire Gerberich-Payne operation. 


G R : F : [ us ” Offices: New York, Marbridge Building, 
Room 405 e 


Los Angeles, 219 West 
7th Street, Haas.Building, Room 919 @ 


PAY N F SH (} F ( () Phila., Lafayette Building, Room 1025 
5 MOUNT JOY, PENNSYLVANIA 


HOW'S YOUR B. S. B. + REMEMBER IT’S YOUR F. M. B. + ASK YOUR GERBERICH SALESMAN 











